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Most Efficient Combination on the Market 


NEW ROTABLE STANDARD 
VENTILATOR and CHIMNEY CAP 


A positive cure for down draft, 
eliminating the necessity of 
high stacks besides being 
ornamental. 


Can be depended upon to work ¢~ 
efficiently in all kinds of ~ 
weather. 


STANDARD CHIMNEY CAPS 


Durable and Economical 






STANDARD VENTILATORS 


Will Succeed Where Others Fail 


So made that they handle more 
air than any other stationary 
ventilator of equal size. 


Being made of cast iron, laid 
in cement and requiring no bolts, 


they are practically indestructible. Costs "you less than tomake your 
sts you less the é 


os Own. 
Grasp the opportunity of increas- 
a : = ing your ventilating business. 


Every one is sure to be satis- 
factory. 


Prices and Particulars will be cheerfully sent upon request 
Sole Manufacturers 


STANDARD VENTILATOR COMPANY 


LEWISBURG, PENNSYLVANIA 
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We Will Tell You Why There Is A Big Demand. For 


IMP ERIAL WARM AIR FURNACES 


{| It is because they are All-Steel. The 
body is rolled from a single plate of steel, 
securely riveted together in one place 
only. 


4] Absolutely gas and dust tight. 
{| No asbestos packing used. 


{| Will radiate more heat than either 
cast or wrot iron warm air heaters. 











{| Dealers, you must supply the ever 
increasing demand for All-Steel warm air 
heaters. Then why not give your trade 
the best? IMPERIAL ALL-STEEL 
WARM AIR FURNACES will get busi- 
ness for you and the satisfaction they 
give will keep it. 


{| Write to day for complete information 
and new illustrated circulars. 


IMPERIAL FURNACE CO. 


Marshalltown, Iowa 











Front Rank— 


Back of the Front Rank Warm Air 
Furnace is 28 years of integrity, fair 
dealing, and thorough, conscientious 
attention to the warm air furnace 
business. 


The back of the Front Rank Furnace 
tells the story—no other furnace has a 
larger fire travel—the radiators are of 
heavy steel, securely riveted and abso- 
lutely gas tight. There are other im- 
portant features that make it advisable 
for you to 


Be the “Front Rank” 
Representative 


Our latest catalog tells all 

~ about the Front Rank Warm Air 
Furnaces—ask us to send you a 
copy and our dealers’ proposition. 


HAYNES. LANGENBERG MFG. CO. 


4045 Forest Park Boulevard Saint Louis, Missouri 
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PossIBLY SOME subscribers among the retail hard- 

ware dealers, sheet metal contractors and others who 

are engaged purely in domestic business 

Foreign Trade have wondered why this publication has 

Growth Acts devoted such a considerable amount of 

As Stabilizer. space to the discussion of our foreign 
trade and its development. 

Retail hardware dealers, for instance, might ask 
themselves, ‘“‘What good will it do me to have our ex- 
ports of leather goods, underwear, dress goods, in- 
crease, and will it not tend to increase the prices | 
have to pay in my line if our exports of hardware 
should increase materially?” 

Apparently there would seem some basis for such 
an opinion, but as a matter of fact, the opinion is 
wrong in both queries, for increased exports of lines 
outside of the hardware field are of vital interest to 
the retal hardware dealer—as well as to anyone else— 
because they tend to stabilize industrial condit:ons in 
this country. 

For example, crops may have been low in some 
sections, and the consumption of all classes of mer- 
chandise may therefore be reduced to a considerable 
extent. 

Unless under these circumstances there is some 
way by which the manufacturers can keep their em- 
ployes busy at a profit they will have to curtail pro- 
duction, which will lead to still further diminution of 
consuming capacity—thus certainly coming close home 
to the retail dealer, whether he sells hardware or any 
other line. 

This way is provided by the expansion and develop- 
ment of our foreign trade along the progressive 
lines which are being followed by many of our manu- 
facturers and in which they have the intelligent coop- 
eration of our Government at Washington. 

Take the latter part of the question: The fact 
that a staple market is being established in foreign 
countries for many of our manufactured products 
will make it possible for our manufacturers to operate 
their plants at a greater rate, thereby decreasing their 
overhead charge on each article produced and instead 
of increasing the cost price to the retailer, he will in 
many instances pay less. 

Dr. E. E. Pratt, Chief of the Bureau of Foreign and 
Domestic Commerce, sums up the proposition in this 
very conclusive way: 

“Since foreign trade brings additional business to a 
district, since it stabilizes business conditions in that 
district, since it helps to put the industries on a more 
efficient and economical basis, there is every reason 
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why the retailers in that district, why everybody in 
that district, should be interested in such trade.” 

This very excellent bit of sound business sense 
comes from Edward N. Hurley, a very successful 
hardware specialty manufacturer before he entered 
the Government Service as a member of the Federal 
Trade Commission of which he is now Chairman: 

“American business men must cease to think sel- 
fishly or even provincially ; they must think nationally 
and internationally. If we are to be factors in the 
world’s markets our vision must be broadened; we 
must cease to think merely of local conditions. We 
must follow the development of European countries 
and pool our governmental and commercial forces for 
domestic prosperity and success abroad.” 

Incidentally it is worth while noting that the first 
really constructive work on the part of the Govern- 
ment along the line of trade development in for- 
eign countries was instituted by the present adminis- 
tration, such as the efficient research work done by 
Dr. Pratt and his associates, as to actual conditions 
in specific fields: What the opportunities were; what 
obstacles had to be overcome, and how individual 
concerns must go after export business in order to 
secure the best results. 

Until these data, collected by men who know for- 
eign trade methods and have practised them success- 
fully, were placed before American manufacturers, 
most of them regarded the export field very largely 
as an unprofitable or, at the best, a very risky prop- 
osition. 

Today many of them have come to a realization, not 
only of the necessity for a growing export trade, but 
of the opportunities for added profits—all of which 
is bound to make for more staple conditions in this 
country. 








THAT THE Automobile Accessories business is re- 
garded as a very important one by the wholesalers of 
Automobile hardware was evidenced in a very em- 


ee phatic manner at the recent Annual 
elong in . y eis Ss ; are 
Hardware Convention of the National Hardware 

Store. Association at Atlantic City when three 


of the eight sessions of that great organization were 
devoted to discussions of the various problems con- 
nected with the successful and profitable distribution 
of Automobile Accessories. 

It is also interesting to note that the manufacturers 
of Automobile Accessories are recognizing in steadily 
increasing numbers that their interests lie with the 
hardware trade, by the fact thet they are filing appli- 
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cation for membership in the American Hardware 
Manufacturers’ Association. 

This, of course, is as it should be, for their channel 
of distribution must of necessity be along the natural 
line of least resistance, and what is more natural than 
that the retailer to whom the consumer is wont to 
come when in need of other tools and other articles 
made of metal should also sell to him the tools and 
accessories for use on his automobile, 

The retail hardware dealer knows how to judge as 
to the quality of these articles better than any one 
else, except possibly the mechanic who uses them. 

Automobile Accessories are not a “strange” line in 
a retail hardware store, but they would be. rather 
“lonesome” in any other sort of store, and the fact 
of the matter is that not only have the retail hardware 
dealers as a class taken hold of and pushed Automo- 
bile Accessories, but very few instances can be cited 
where the line has been handled as successfully by 
dealers outside of the hardware business. 

Add to this the other fact that a large number of 
the wholesale hardware houses have well organized 
departments for Automobile Accessories and are ex- 
cellently equipped with efficient sales organizations to 
take care of the distribution of these goods to the 
retailers, and it is easy to understand why the manu- 
facturers of these comparatively new articles are mak- 
ing use of this well established chain of distribution. 

Properly organized, carefully looked after, abuses 
abolished, there is a good profit for the manufactur. 
ers as well as for the wholesale and retail hardware 
dealers in the Automobile Accessory business, and 
the best way of improving the sales and profits is to 
make use of the established distributors—the whole- 
sale and retail hardware stores. 








IN THE STATE Of Illinois and in some other states 
of the Union, there are laws which permit any indi- 
The Private vidual to hang in his window a sign 
Banker Dearing the word “bank” or “banker” 
and the and to accept deposits. Only when such 
Business an enterprise voluntarily places itself un- 
Man. der state or federal control is there any 
sort of safeguard provided for the depositors who may 
put money in such a “bank.” 

Wherever such a condition obtains every business 
man has a much more important matter before him in 
the present political campaign than the problem as to 
whether he should vote for President Wilson or for 
Mr. Hughes: That of making certain that the candi- 
date for state representative or state senator for whom 
he is going to vote puts himself on record unequivo- 
cally to vote for a state law requiring any banking in- 
stitution within its borders to place itself under the 
supervision of either the Federal or State Bank Ex- 
aminers’ Boards. 

In the state of Illinois alone more than sixty private 
enterprises masquerading as “banks” have failed dur- 
ing the past four years, their assets realizing less than 
25 percent on the average, and thousands of deposi- 
tors have been robbed of their life time savings as a 
result—the “banker” going scot free in most cases. 

it might be said that no one forces any one to de- 
posit money in a fake “bank,” but the fact remains that 
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money is deposited in such places usually because 
the man who operates the enterprise has been su 
cessfully engaged in other business in his community 
that called for the handling of considerable money, 
was well and favorably known and had a reputation 
for honesty. The man may have been perfectly honest 
and at the same time have been practically without 
knowledge of banking principles. His honesty in that 
case did not and could not prevent him from losing the 
money placed in his hands by depositors who re- 
garded the use of the word “‘bank” as an indication of 
safety. 

It is also true that banks under State and Federal 
supervision have failed, but the number of instances is 
insignificant in comparison with the multitude of fail- 
ures of so-called private “banks.” 

The advice of this publication to all of its readers 
is, that they make it a point to secure from the candi- 
dates for the state legislature a definite pledge that if 
elected they will work for and vote for the passage of 
a law that will put the private bank under government 
supervision. 








IN THESE DAYS of intense activity in all the various 
spheres of our very complex life too many of us are 
prone to forget that we owe something 


_ Call toa to our country besides the mere matter 
, Higher Class 
of 

Citizenship. 


of paying our taxes and avoiding infrac- 
tion of its laws. Weare so busy making 
money or making both ends meet that we 
fail to give due consideration to our duties as citizens 
of the Nation which makes it possible for us to live 
in comfort and prosperity. 

We have paid little or no heed to the warnings of 
our great men, even if we like to hear these warn- 
ings quoted as examples of the great thoughts given 
utterance by these men. What Lincoln said as to love 
for country and true citizenship has been quoted by 
thousands of orators on Chautauqua circuits and lec- 
ture platforms. Washington’s statements have been 
copied millions of times in children’s composition 
any meaning, so far as having any real influence upon 
books. But they appear to be only words—without 
our lives as citizens of this great republic. 

The definition of “citizen” as given by Webster is 
“a person who owes allegiance to a government and 
who is entitled to reciprocal protection from it,” but 
we have been in the habit of considering our citizen- 
ship as if the obligation was upon the Government to 
do something special for us before we did anything to 
indicate a recognition on our part of our obligation. 

Are we as a result of this attitude to go through the 
same kind of struggle as now is going on in |:urope, 
where in some of the countries the spirit of truc citi- 
zenship had fallen asleep and was awakened only by 
the trumpet of war? 

Or shall we not face about and recognize t! abso- 
lute necessity for rendering to our Government that 
support and allegiance to which it is entitled, as for 
instance during the present national campaign’ It is 
a disgrace that in many localities from one ‘'ird to 
one half of those entitled to vote show so lit:’e inter- 
est in the affairs of their country that they fail to 
record their choice by the ballot. 
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In the very able address which F. A. Vanderlip, 
President of the National City Bank, New York City, 
-ecently delivered before the convention at Kansas 
City, Missouri, of the American Bankers’ Associa- 
ion, he made the following statement: 


To just the degree that each of us is wise, it seems to 
me that we should each see that at the present time we have 
come extraordinary duties of citizenship, duties that transcend 
in importance and are more fundamental to the welfare of 
ourselves and our children than any of those things that 
may seem more closely related to our business lives. These 
duties of citizenship involve the giving of serious thought to 
the vast currents that are shaping our affairs today. It is 
the personal duty of each of us better to understand our 
relations to these world movements and to bring to the de- 
cisions regarding our national attitude a fine spirit, a spirit 
of courage and determination to uphold our own just rights, 
and, if necessary, to make present sacrifice for future wel- 
fare. We should open our minds to the facts of life as they 
are presented today in our affairs, recognizing that, no matter 
how rich and brave a people may be, they cannot meet or- 
ganized opposition without adequate preparation and organi- 
zation of their own, without reasonable preparation for any 
contingency. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 





No matter whether you agree with the policies of 
President Wilson, I am sure you will subscribe to the 
ideals presented by him in a short address before the 
recent convention of advertising men in Philadelphia, 
from which the following excerpt is taken: 


“J have such an inveterate confidence in the ultimate 
triumph of the truth that I feel with old Dr. Oliver 
Wendell Holmes that the truth is no invalid and you 
needn’t mind how roughly you handle it. She has a 
splendid constitution and she will survive every trial 
and every labor. I have come, therefore, as I have 
abundantly shown you, not to make a formal speech. 
If I could show you some of the things I have been 
obliged to do before I came here, you would know that 
I couldn’t possibly prepare a speech. But I came 
merely to show my profound interest in a body of 
men who are not only devoted to business, but de- 
voted to ideals. 

“Business is right so long as it isn’t sordid, and it 
can't be sordid if it is shot through with ideals. A 
man, no matter how humble his business, can hold his 
head up among the princes of the world if he will 
think of himself as the servant of the people and not 
as their master, as one who would serve and not one 
who would govern. I congratulate you, my fellow 
citizens, upon the ideals of a profession which can 
lower or exalt business as you choose and which you 
have chosen to employ for its exaltation. I came 
away from Washington to look into your faces and get 
some of the enthusiasm which I always get when I 
come away froni officialdom and touch hands with 
great bodies of the free American peopie.”’ 

* cd * 


“Bill” Foege, of the American Steel and Wire Com- 
pany, is one of those who believe in the efficiency of 
advertising and, as is only natural, he is free at all 
times to impress the advisability, of consistent adver- 
tising upon those with whom he comes into contact. 
The following is one of his latest stories along that 
line : 

A retail hardware dealer in a certain town in Mich- 
igan didn’t think much of advertising. He believed in 
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fact that it was money thrown away to spend it for 
such a purpose: “People would come to him when 
they needed anything in his line,” he was wont to say. 

One day his wife opened her back door in answer to: 
a knock and found a peddler on the porch. He was 
selling the greatest potato parer ever invented, and 
he gave a demonstration that convinced her at once, 
and she handed over a quarter. 

When the husband came home she showed him her 
bargain, and told him what she paid for it. Imagine 
her consternation when he said: 

“T have a gross of these down in the store, and I 
sell them for ten cents each.” 

The woman always has the last word and hers was 
to the point: “Then, for goodness sake, why don’t 
you let people know what you have for sale?” 

x 

In a house organ published by an oleomargarine 
manufacturer I note the following paragraphs on 
salesmanship which to my mind apply with equal force 
to those who sell hardware and kindred lines: 

“When a man absolutely knows in his own mind 
that he has something really good to sell, he has a fine 
start toward selling it. This knowledge injects a ring 
of conviction in his voice that is irresistible. He is 
immune to discouragement. Slighting remarks aimed 
at his product glance off his mind like water from a 
duck’s back. 

“Tt is difficult to make someone believe something 
that you don’t believe yourself. If you doubt your 
own wares, you have to drive your talk and it usu- 
ally has a flat, drab sound that convinces no one. But 
if you are imbued with the absolute knowledge that 
you are selling something that is good, something that 
will please, it is an easy matter to bring your prospect 
around to your way of thinking.” 

* * * 

Don’t continue to make a chump of yourself by tell- 
ing your customers it is all right and that there is no 
hurry when they come in to pay up their bill. If they 
think you need the money, in heaven’s name convince 
them they are right, before they leave your store. 

* *k * 

It has been truly said that we are what we make 
ourselves. The ultimate realization of anything we 
set out to accomplish or the failure of our fond 
dreams depends entirely upon what use we ourselves 
make of the passing days. Do we constantly strive 
to have each day mark something substantial done 
towards that end, then our efforts are eventually 
crowned with success. Do we let time fleet by with- 
out so doing, then we have but ourselves to blame 
for our futile hopes. The few lines herewith nicely 
point out that it is not luck or chance or circumstance, 


but we alone that determine the outcome: 
It’s You. 

Whether the day gets started gray, 
Or leaps to a beaming hue, 

The tale that it writes as it joins the nights 
Depends altogether on you. 

You can make it go with a face aglow 
Into the dark beyond; 

You can make it crawl thro’ the gathering pall 
Like a hopeless vagabond. 

Whatever it shows when the shadows close 
And it waves its last adieu, 

Isn’t luck or chance—isn’t circumstance— 
It’s you, you, you. 
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NORMAN L. ANDERSON. 


In the days of the old vikings, export business was 
not regarded as a very desirable proposition by many 
of those whose goods were exported, because in those 
days most of these so-called exports consisted of per- 
sonal property taken away by force and carried home 
by the Norsemen who with their fleet vessels infested 
the coasts of Great Britain and France. 

Many stories are told of the exploits of the viking 
kings and of the fierce punishment which was meted 
out to those who were captured, such as for instance 
that of the Danish prince Ragnar Lodbrog who when 
he was captured had the figure of a snake cut into 
his back and salt poured into the wound and was left 
to die. 

So the missionaries of for- 
eign trade a thousand years 
ago—at least those of the 
kind mentioned—were not 
looked upon with favor in 
any sense. 

Today, however, we here 
in America regard foreign 
trade in an altogether different 
light, becatse we have come 
to appreciate the fact that the 
United States of America has 
arrived at the point where, in 
order to insure continued 
prosperity, we must dispose 
of a large portion of our 
manufactured products to 
people in foreign countries, 
and so we are glad to have 
foreigners come here to ex- 
amine our wares and to make 
contracts for large purchases 
at good big prices. 
of a new situation in our in- 

And with this appreciation 
dustrial and commercial life, we have also made up 
our minds that it is necessary for us to do two things 
which up until a comparatively short time ago no one 
in this country had even considered: Our Govern- 
ment must render the manufacturers and exporters 
efficient assistance, such as for instance in the matter 
of securing reliable information as to trade opportuni- 
ties in foreign countries; conditions pertaining to 
tariffs; banking facilities, etc., in these countries, and 
the Government must present this information in the 
most efficient manner possible and in the easiest acces- 
sible way to manufacturers and exporters in the vari- 
ous sections of the country. 

It was for the latter purpose that the Bureau of 
Foreign and Domestic Commerce was established, 





with District Offices in eight of the principal busi- 
ness centers. 

It is significant in this connection that the men who 
in the past have been designated to have charge of 
the Chicago District Office have been of exceptionally 
high ability and have won promotion to positions of 
greater responsibility. 

Mr. Norman L. Anderson was recently chosen by 
the Bureau of Foreign and Domestic Commerce to 
succeed Dr. W. C. Huntington as Commercial Agent 
in Charge of the (Chicago District Office who some- 
time ago was appointed Commercial Attache accred- 
ited to the American Embassy at Petrograd, Russia. 

The new incumbent of the Chicago office is a de- 
scendant of the old Norse 
vikings, but was born in Min- 
neapolis, Minnesota. He is a 
graduate of Harvard Wni- 
versity and later read law at 
the University of Wisconsin, 
after which he spent several 
years in Europe, where he 
studied foreign languages and 
commercial methods as prac- 
ticed in the intercourse be- 
tween the various European 
nations. 

Upon nis return to the 
United States he was con- 
nected with some of the lead- 
ing firms engaged in the 
wholesale business as well as 
with financial concerns, so 
that he has a broad knowl- 
edge not only of the things 
that go to make up what is 
called a liberal education, but 
also of the more matter-of- 
fact affairs with which we 
are concerned in the transaction of our business at 
home and with foreign countries. 

Mr. Anderson, as the accompanying picture shows, 
is in the prime of his manhood and in the short time 
that he has been in charge of the District Office in 
Chicago he has given proof of his ability, so that it 
may be confidently expected that the manufacturers 
in the Chicago territory will find him of considerable 
assistance in helping them to formulate or improve 
their plans for the, extension of their business in 
Europe, South America, Australia, Asia or Africa. 

He has spoken before the Hardware Club ©! Chi- 
cago The Foreign Trade Association of Chicas0 and 
several other bodies of business men who are inter- 
ested in extending our trade with other cour ‘res. 
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HALL OF FAME 














ARTHUR LUSSKY. 


The fact that a young man may study law and take 
his degree of “Bachelor of Laws,” giving him the 
right to put “LL.B.” behind his name, does not neces- 
sarily mean that he is going to devote his life’s efforts 
to the work of putting criminals in jail or of keeping 
them out of jail, for we have many instances of men 
who after having completed their law course do not 
even seek “admission to the bar,” as we say when 
- permission to practise in our courts is sought. 

Many of this class of “lawyers” are found as ex- 
ecutives of large industrial, financial, transportation or 
‘commercial enterprises, but sometimes they become 
ordinary, successful owners of private businesses, 
and in either case they are quite willing to agree that 
their study of law has been of 
material value to them. 

And this is only reasonable, 
for if there is any science in 
which the natural law of 
cause and effect is clearly 
brought out it is that of juris- 
prudence, and this law is one 
of the most important in the 
conduct of any business enter- 
prise. 

The law student has it im- 
pressed upon him that if you 
want to attain a certain result 
you must take certain steps 
in a certain way. In other 
words, he learns to appreci- 
ate the necessity of looking 
ahead —the neglect to do 
which is one of the most 
frequent causes for failure. 

He sees in every “case” 
that he studies the causes for 
what happens afterwards. He 
is taught to watch for loop- 
holes and errors and omissions—all of which natu- 
rally tend to develop his faculties along the lines that 
go to make an efficient executive. 

For instance, such a training would certainly ap- 
pear to be of the kind that would be very useful for 
a buyer of hardware; he wouldn’t be likely to buy 
more than he could sell in a given time of a cer- 
tain article, even if the extra discount offered for the 
larger quantity was tempting, for he would remem- 
ber that this small extra profit would be hidden away 
in the unsold portion and would most likely be more 
than offset by the loss of sales caused by not having 
other articles in stock which could not be bought so 
long as the money was tied up in “dead stock.” 

Nor would such a man be likely to enter into price 





cutting contests, as he would realize that unless a cer- 
tain profit was made on the business the increase in 
sales caused by the cut prices would not be of any 
value to his store. 

All of these remarks have reference to one of the 
several “Bachelors of Laws” in Chicago’s hardware 
ranks—Arthur Lussky, of Lussky, White and Cool- 
idge, Incorporated, importers and wholesalers of cab- 
inet and drapery hardware, upholstery goods and 
drapery fabrics, 65 to 71 West Lake Street. 

Arthur was born in Cincinnati and claims that he 
was born in 1871, but although those silver threads 
in his otherwise black hair might tend to corroborate 
his statement as to age, there are a good many— 
especially among the devotees 
of the billiard room of the 
Hardware Club of Chicago— 
who would estimate his age 
to be somewhere around 
thirty years, for he is quick 
and lively and like a hawk to 
see an opening to win the 
game for himself. No doubt, 
that is also one of the results 
of his legal training. 

In 1887 he came to Chi- 
cago where he_ graduated 
from high school, going from 
there to the University of 
Michigan to study law, and 
receiving his degree in 1895. 

After finishing his univer- 
sity course he was for a short 
time associated with the re- 
tail store of Marshall Field 
and Company, in the Man- 
ager’s but a few 
months later joined the busi- 


office, 


ness of which his father, G. 
H. Lussky, was then and is now a member, known at 
that time as Lussky, Paine and Company. 

When the present Company was organized, in 1908, 
G. H. Lussky was chosen Treasurer and Arthur As- 
sistant Treasurer, the office which he still fills in addi- 
tion to having full charge of the Cabinet and Drapery 
Hardware Departments. 

That he has a large number of friends was evi- 
denced in the recent Annual Election of the Hardware 
Club of Chicago when he received one of the largest 
votes cast for Governor. When the Board met a few 
days later he was elected to the office cf Secretary. 

Arthur is happily married but there are no children 
to bless the union. He lives in Englewood, one of 
the southern sections of Chicago. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








Contracts will be awarded this month for a new 
foundry building for the Cleveland Co-operative Stove 
Company, Cleveland. The structure will be of brick, 
one story, and cost approximately $125,000. 





SOUTHERN STOVE MANUFACTURERS 
REPORT FIFTY PERCENT GAIN IN 
1916 BUSINESS. 





The Southern Association of Stove Manufacturers 
which met a few days ago at Louisville, Kentucky, 
for their Annual Convention brought out the fact that 
business during the past year had been better than in 
any previous, amounting to about fifty percent more 
than in 1915, and as one of the manufacturers stated, 
“none of the gain was due to war orders.” 

The Annual Banquet was an elaborate affair, the 
Louisville stove manufacturers being hosts to the 
forty-two delegates from other cities. 

President A. Brentano, Evansville, Indiana, was 
Toastmaster, and W. L. Hollis spoke on “Profits of 
the Stove Business,” followed by B. E. McCarthy, 
Nashville, Tennessee, whose subject was “General 
susiness Conditions.” 

The following officers were elected: 

President—H. J. Karges, Evansville, Indiana. 

Vice-president—B. E. McCarthy, Nashville, Ten- 
nessee. 

Secretary-treasurer—W. H. Clcud, Louisville, Ken- 
tucky, re-elected. 

The Association went on record against the pro- 
posed advance in freight classification of uncrated 
stoves in less than carload lots from third to second 
class, which was to be considered at a meeting of the 
Western Classification Committee in Chicago this 
week. 

Twenty-six of the twenty-seven stove manufactur- 
ing concerns of the South were represented by dele- 
gates. 

The next meeting of the Association will be held at 


Nashville, Tennessee, in February, 1917. 
cnneciali 


PENNSYLVANIA STOVE SALESMEN' WILL 
HOLD ANNUAL BANQUET 
DECEMBER 20. 








At the recent monthly meeting of the Stove Sales- 
men’s Association of Pennsylvania plans were made 
for the Annual Banquet and Entertainment which is 
to take place Wednesday evening, December 2oth, at 
Hotel Walton, Philadelphia. 

Members will not be required to pay; but for 
guests a charge of $4.00 will be made. 

Robert J. Hird, Dubuque, Iowa, was admitted to the 
Beneficial Class of the Association. 


VITREOUS ENAMELING COMPANY 
ORGANIZED TO MANUFACTURE 
ENAMELED STOVE PARTS. 





The Vitreous Enameling Company, Cleveland, Ohio, 
which was recently incorporated for $100,000, is erect- 
ing a factory building, 113x200 feet, at Newburgh 
Heights, near Cleveland, for the production of enam- 
eled panels, splashers, broiler pans and dirt trays for 
stoves and ranges. About 100 men will be employed, 
and the Company expects to have goods ready for the 
market in December. 

E. H. Weil, who is President of the Company, was 
formerly Secretary and Factory Manager of the 
Enamel Products Company, which is in the same line 
of. business. 
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OIL STOVE PATENTED. 








Fred E. White and Frederick E. Hooper, Gardner, 
Massachusetts, assignors to the Central Oil and Gas 
Stove Company, Gardner, Massachusetts, have ob- 
tained United States patent rights, under number 
1,201,902 for an oil stove described herewith: 


In combination, a wick stop having an outwardly flared 
upper end terminating in a projecting flange, an air dis- 
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tributer having a loose connection with the wick stop, 4 pair 
of pivoted latches and means for giving lateral movement to 
the lower ends of the latches in the manual lifting of the air 
distributer to unlatch the same from a fixed part of the 
burner, substantially as described. 








HIGH GRADE BLACK AND ALUMINUM 





ENAMELS. 

In addition to their stove polishes, hand cleansers, 
metal polishes, etc., the Nickel Plate Stove ’olish 
Company, Chicago, manufacture the Peerless namel 
in two colors—black, for stove pipes and shewt iron 
work; and aluminum, for radiators, pipes, etc. Both 
enamels are said to possess the same merits tl: t have 
made the other Nickel Plate products so wide! popt- 
lar and hence, it is stated, they prove good we 
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The black enamel, known as Peerless Gloss ! 
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said to give a brilliant, jet black shine that practically 
-atneals to the iron and adheres after years of service. 
The Aluminum Enamel, according to the manufactur- 
ers, can be used on any surface where a bright enamel 
finish with a frosted silver effect is desired ; it needs no 
polishing; may be washed the same as nickel; and 
being moisture proof, thus preventing rust and decay, 
it is consequently of great value for exposed metal 
work. Besides being adaptable for radiators and 
pipes, it is said to find use on warm air registers, gas 
fixtures, stove trimmings, warm air heater fronts, 
metal ceilings, screens, railings, bicycles, iron girders 
and supports, leather and canvas articles, etc. The 
Peerless Enamel can be obtained from leading jobbers, 
and samples together with descriptive matter will be 
sent upon request, by the Nickel Plate Stove Polish 
Company, Chicago. 
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STOVE IS PATENTED. 





Grant Smith, Toronto, Ontario, Canada, has _ ob- 
tained United States patent rights, under number 1,- 
DW’ 200,252, for a stove described 
ao herewith: A stove, compris- 
a ing a base, a fire pot having 
orifices in the side walls for 
the escape of the gases of 
combustion, means closing the 
top of said fire pot, a shell 
extending upwardly from the 
closed top of said fire pot and 
inclosing a heat chamber, and 
a shell extending upwardly 
from the base and encircling 
the fire pot and casing extend- 
ing therefrom and form- 
ing a smoke passage there- 
around. 
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KEROSENE STOVES BECOME POPULAR IN 
DANISH WEST INDIES. 
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In the Danish West Indies kercsene stoves are now 
becoming quite popular for cooking and baking. F*or- 
merly charcoal heating pots were largely used. Amer- 
ican manufacturers of oil stoves find a good market 
there. 
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PATENTS'BURNER FOR BROILER OVENS ON 
GAS RANGES. 


Clarence V. Roberts, Philadelphia, assignor to 
Roberts and Mander Stove Company, Philadelphia, 
has procured United States patent rights, under num- 
ber 1,201,984, for a burner for broiler ovens of gas 


ranges, described herewith: 

The  combina- 
tion, in a_= gas 
range, of a longi- 
tudinally extend- 
ing and perforated 
broiler with a tube 
for supplying a 
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| 1,201,984 


mixture of gas and air thereto, said broiler being in a lower 
plane than the mixing tube and the latter being parallel with 
the broiler but overlapping the same so as to communicate 
Eerwith at a point some distance inwardly from its front 
end, 
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COMBINATION COAL AND GAS RANGE 
ALWAYS READY FOR USE WITH 
EITHER FUEL. 


The Simplex Combination Range, shown in thé 
illustration herewith, is said always to be ready for 


use with either gas or coal. Among the other advan- 


tages afforded by this type of range is that the firebox 
can always be used to burn rubbish without interfer- 
ing with the gas burners, and that the use of two 
burners will give six cooking surfaces, a hot oven for 


. a 





Simplex Combination Range. 
baking and a tank of hot water. The Simplex Com- 
bination Range is further described as a compact, 
two-in-one range, requiring only the space of an ordi- 
nary coal range. With such a range in the kitchen, 
heat is said to be produced in winter by using gas, 
and avoided in summer also by using gas. Sizes are 
furnished in 16, 18, 20 and 22-inch ovens, and descrip- 
tive circular, together with price list, will be sent upon 
request, by the H. Iranke Steel Range Company, 
Cleveland, Ohio. 
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THE GRAIN OF DUST. 


The most majestic mountain is, after all, cormposed 
of minute particles of sand, moisture and mineral. 
Ixach little atom does its level best by merely staying on 
the job with the billions of other little atoms. The 
honors are equal. The contribution of each to the 
wonderful whole is the same. 

Small as you may think you are, you are doing your 
utmost for the world if you are simply living up to the 
rules of common honesty, being square with every- 
body, and keeping all kinds of hate out of your mind. 

Even though you be but a grain of dust, the world 
is nothing more than that.—The Mystic Worker. 
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The merchant’s stock-keeping should be as carefully 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 46 to 51 inclusive. 








The Goodell-Pratt Company, Greenfield, Massa- 
chusetts, is planning to build an addition, 40 by 80 feet, 
three stories. 

The Melton Fountain Mop Company, Worcester, 
Massachusetts, has been incorporated. The capital 
stock is $50,000. 

Henry C. Weber and Company, hardware dealers, 
Detroit, Michigan, has increased their capital from 
$30,000 to $70,000. 

The Weaver Manufacturing Company, Springfield, 
Illinois, manufacturers of tools, will build a one story 
addition, g6x100 feet. 

The Willard F. Meyers Diamond Saw Company, 
Incorporated, Bedford, Indiana, has increased its cap- 
ital from $6,000 to $16,000. 

Buhl Sons Company, Detroit, Michigan, whole- 
salers of hardware, have increased their capital stock 
from $600,000 to one million dollars. 

Peter Forg, manufacturer of hardware, Somerville, 
Massachusetts, has awarded a contract for a brick, 
one story, 38x78 foot, machine shop at 50 Park Street. 

According to the Toledo, Ohio, Blade of October 
18th, Albert T. Newton, Rising Sun, Ohio, has filed a 
petition in bankruptcy, his liabilities being $4,164.10 
and his assets $2,582. 

Hulman and Company, Terre Haute, Indiana, have 
incorporated their wholesale hardware business for 
$900,000. The incorporators are Anton Hulman, Her- 
man Hulman and A. F. Meyer. 

The J. and G. Manufacturing Company, Boston, 
Massachusetts, has been incorporated for $15,000 to 
manufacture carpenters’ tools, by Wallace C. Sprague, 
John McGowan and George Grevillus. 

Burgess-Norton Manufacturing Company, Geneva, 
Illinois, manufacturers of hardware specialties, are 
building an addition to their factory 50 by 120 feet, 
the second addition within the past year. 

According to the Memphis, Tennessee, Appeal of 
October 18th, J. R. Adams, dealer in hardware, bug- 
gies, and groceries in Gleason, Tennessee, has made 
an assignment, J. W. Thomas of Dresden being 
trustee. 

The Roell Hardware Company, Minot, North Da- 
kota, whose stock and store was destroyed by fire last 
January, is going to install another complete stock. 
Besides handling hardware, the Company will carry 
warm air heaters and sheet metal supplies. 


The D. & M. Manufacturing Company, Cleveland, 
Ohio, has purchased the site and building of the Ohio 





Sash Weight & Foundry Company in Youngstown, 
Ohio, and will establish a plant for the manufacture 
of gas and gasolene flatirons and other metal special- 
ties. It is said the plant will be enlarged by the erec- 
tion of a new building, 40 by 150 feet. 

The Valley Forge Cutlery Company, Newark, New 
Jersey, represented by the H. Boker Cutlery & Hard- 
ware Company, 101-3 Duane Street, New York City, 
is completing an addition of two stories to the plant, 
which is being equipped with the most modern and 
improved manufacturing facilities. This will include 
electrification of the works for greater efficiency in 
production. The new equipment is about ready for 
operation, which will help on the orders now booked. 





NEW OFFICERS ELECTED BY NORTH 
BROTHERS MANUFACTURING 
COMPANY. 





The following are the recently elected officers of 
North Brothers Manufacturing Company, Philadel- 
phia, manufacturers of “Yankee” tools and other 
hardware specialties. The election was necessitated 
by the death of two of the prominent men in the Com- 
pany, Selden G. North, Vice-president, and A. F. Hor- 
ton, Secretary: 

President—Ralph 
Treasurer—A. C. 
North. 


H. North; Vice-president and 
Albrecht; Secretary—John S. 





FAMILY SCALES OF CERTAIN TYPESJAGAIN 
PERMITTED TO BE SOLD IN 
WISCONSIN STORES. 


> 


According to a letter sent out by P. J. Jacobs, Ste- 
vens Point, Secretary of the Wisconsin Retail Hard- 
ware Association, the prohibition by the State Sealer 
against the sale by Wisconsin dealers of family scales 
of the type sold by mail order houses has been lifted 
and these scales may now again be offered for sale by 
retail hardware dealers, tags as per the State Sealer’s 
instruction to be attached to them. The tags may be 
secured from Secretary Jacobs. 


FINDS MUCH USEFUL INFORMATION IN 
AMERICAN ARTISAN AND HARDWARE 
RECORD. 





To AMERICAN ARTISAN: 

We find much very valuable information in 
AMERICAN ARTISAN AND Harpware Recorp «nd like 
it very much. 

Yours truly, 
PERRYVILLE HARDWARE COMPANY. 

Perryvilie, Missouri, October 24, 1916. 
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WRITE FOR PARTICULARS ABOUT STA=LIT 
LANTERNS. 


Although it is only three years since the “Sta-lit”’ 
Lanterns were placed on the market they are said to 
be first choice of one hundred of the prominent hard- 
ware wholesale houses because of their outstanding 
high qualities. These “Sta-lit’’ Lanterns are manu- 
factured in about a dozen different styles, each one, it 
is claimed, being of exceptionally high class construc- 
tion and finish. Dealers are requested to write for 
catalog and other particulars and especially to ask for 
a sample of their general utility lantern, Number 451, 
which has a genuine brass burner and a 56-hour fount, 
and which, the manufacturers say, is the greatest lan- 
tern value on the market. Requests for catalogs and 
samples should be addressed to The Warren Stamp- 
ing Company, Warren, Ohio, or James H. Cumming, 
Sales Department, Cunard Building, Chicago. 





PORTABLE AND ADJUSTABLE LAMP CAN 
BE PUT TO UNUSUAL USES. 


In the illustration herewith is pictured the Wallace 
Portable and Adjustable Lamp which, it is stated, 
has become nationally 
famous, not only because 
of advertising but chiefly 
because of the unusual 
uses to which it can be 
put. It is described as 
“the Light that Never 
Fails’ and “the Light 
that ‘Stays Put’ Any- 
where.” The wide util- 
ity is noted in the asser- 
tion that it clamps, 
stands, sticks or hangs 
anywhere, and folds com- 
pactly into a ball for 
traveling. The lamp is 
furnished complete with 
a ten-foot covered wire ready to attach to any socket, 
and retails at $2.50. In addition to this item is offered 
a Wallace Two-Arm Extension Bracket which, it is 
declared, housewives have been seeking so that cur- 
rent for lighting and for some other purpose can be 
used at the same time. The Wallace. Lamp, when 
attached to this extension, is said to make an attrac- 
tive table lamp, and for this purpose silk or creton 
shades can be supplied. The bracket sells for $1.50. 
Further information about both articles can be ob- 
tained from A. C. Penn, Incorporated, agents for the 
Waterbury-Wallace Company, 100 Lafayette Street, 
New York City. 





Wallace Portable and Adjustable 
Lamp. 
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EFFICIENT, HORSE-DRAWN LAWN MOWERS 
FOR GOLF COURSES AND LARGE 
ESTATES. 





The last word in horse-drawn mowers for golf 
courses and large estates is said to be exemplified in 
the Pennsylvania Trio, manufactured by the Pennsyl- 
vania Lawn Mower Works. 


Among the features of 
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these lawn mowers are listed the self-sharpening 
crucible steel blades throughout, with the bottom 
knives bolted solidly to the side plates, so that any 
tendency for them to become twisted or strained is 
eliminated. As the name suggests, the Trio consists 
of three mowers, one in front and two behind, which 
arrangement is said to allow an exceedingly short 
turning radius without injury to the turf. It cuts an 
86-inch swath and, according to the manufacturers, 
is prevented from jumping when cutting heavy grass, 
as the automatic regulation holds the cylinders down 
in proportion to the pull of the machine. The semi- 
floating axle and the auto-type ball bearing wheels 
are said to insure great strength and easy running, 
while the new lifting device allows the mower to leave 
four inches of grass “in the rough.” Catalogs de- 
scribing this and other types of lawn mowers will be 
sent to retailers upon request, by the Pennsylvania 
Lawn Mower Works, Philadelphia. 
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GARBAGE CAN WITH MANY NEW FEATURES. 








Housevives who want to guard against the spread 
of disease—which of course all of them do when they 
come to consider 





the matter—will 

be interested in 

a new garbage 

can~° which has 

'/ SPRINKLES PoweRFh been placed on 

i| DEODORANT AND | ’ 

DISINFECTANT OVE the market by the 

CONTENTS OF PaiL H éia. Can 
WITH EACH FALL @ ; ys , 

[a Company, New 

York City. One 


of the principal 
features of this 
Hygeia Can is the 
cover which is so 
arranged that by 
pressing a pedal 
below the can it 














. * | is automatically 

Ss “ raised, thus leav- 

A pene CONE R ing both hands 

free as shown in 

Hyusle, Garbage, Can With Avtemsticthe accompany- 
ing illustration. 


When the pedal is released the cover falls into place 
again and as it does a powerful but odorless disin- 
fectant contained in a receptacle in the cover is 
sprinkled over the contents of the can, thereby arrest- 
ing decomposition and preventing objectionable odors. 
By throwing the handle forward to catch on the but- 
ton shown in the illustration the cover is firmly locked, 
so that even if the can should be upset, dogs and other 
animals are prevented from distributing the contents 
and also renders access by flies impossible. The Hy- 
geia Can is finished throughout in white enamel and 
all parts spot welded. It is designed to retail at $3.00. 
Dealers may secure further information and price list 
by writing to Hygeia Can Company, 25 Elm Street, 
New York Cty. 
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Analyze your accounts and see just what items your 
customers are and are not buying of you. 
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MANUFACTURERS HELP RETAIL HARDWARE 
DEALERS WITH NEWSPAPER 
ADVERTISEMENTS OF GUNS. 
AMMUNITION AND 
SPORTING GOODS 


Newspaper advertising is without question a very 
important part of the efforts of the retailer to pro- 
mote sales and many who are engaged in business 
would realize this fact and profit by it if they would 
take the time to prepare advertisements that properly 
reflect the values and service that their stores give. 
To help them get started along the right line many 
manufacturers have prepared effective newspaper ad- 
vertisements for their customers to use. Retail hard- 
ware dealers handling guns, ammunition and sporting 
goods can secure any of eighteen advertisements em- 
bodying an atmosphere not only of high-quality mer- 
chandise but especially of worth-while service, from 
the manufacturers of Hercules Infallible and FE. C. 
Smokeless Shotgun Powders. The advertisements are 
furnished in the form of electrotypes which are ready 
for use, and all that is needed is to set the retail hard- 
ware dealer’s name into the space provided under the 
reading matter. No restrictions are placed in the 
offer of these sales-building advertisements and if all 
of them can be used, they will be sent free of charge 
with instructions to the newspapers. A booklet show- 
ing the advertisements and other sales helps will be 
sent to those addressing the Hercules Powder Com- 
pany, 7 West 11th Street, Wilmington, Delaware. 


CLOTHES WRINGERS IDENTIFIED WITH 
EVERY IMPORTANT ADVANCE IN DESIGN 
AND CONSTRUCTION. 





In stocking any hardware items, one of the first 
considerations of the retail hardware dealer should 
be as to the 
plant behind the 





particular —ar- 
ticle. With re- 
gard to the 





clothes wringer 
business of the 





retail hard- 
ware deale 
WORDT are dealer, 
, *the manufac- 
turers of the 
Anchor Brand 
; Wringers, one 
Anchor Brand Guarantee Wringer. of which is il- 


lustrated herewith, point with pride to the fact that 
they have literally fathered the wringer industry since 
its inception, a half century ago. [very important 
advance in design and construction, they state, that 
has been made in the interim has < ppeared in conjunc- 
tion with their trademark. Among the achievements 
claimed are the successful application of ball bear- 
ings in wringers, the introduction of the safety cog 
wheel shield, the improvement of the rubber rolls, the 
popularization of the hold fast clamp for galva- 
nized iron, wood or fibre tubs, and the addition of 


new types, new sizes and new finishes as conditions 
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warranted. Further details of the features of Anchor 
Brand Clothes Wringers are contained in the catal«: 
which will be sent upon request, by the Lovell Manu- 
facturing Company, Erie, Pennsylvania. 


ga 





PLANE IS PATENTED. 


Christian Bodmer, New Britain, Connecticut, as- 
signor to The Stanley Rule and Level Company, New 
Britain, Connecticut, has secured United States pat- 
ent rights, under number 1,201,433, for a plane de- 


scribed herewith: 


In a plane, a rear body section having a cutter seat at its 
forward end, a platform above said cutter seat and a handle 





1.201.433 


arch extending rearwardly from said platform to the rear 
end of the body section, a cutter mounted on the cutter seat, 
cutter adjusting means on said rear body section within said 
handle arch and protected thereby, a front body section hav- 
ing a rearwardly extending supporting lug bearing on the 
platform on the rear body section and a securing screw ex- 
tending through said supporting lug into engagement with the 
platform. 
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DUPONT POWDER PLANTS WILL MAKE 
DYES. 


The Department of Commerce, through Dr. I’. D. 
Norton, dye expert, has made arrangements with two 
of the largest munition manufacturers to turn all their 
auxiliary plants into dye works as soon as war con- 
tracts are completed. 

These plans have been worked out to the last detail 
by E. I. du Pont de Nemours and Company, and the 
7Etna Explosives Company. Both concerns have 
built great new plants to meet the requirements of 
huge contracts with European governments. \When 
the demand for munitions and explosives becomes 
normal all extra plants will be turned to dye making. 

Every known color and shade, it is expected, will 
be turned out from American works and this country 
will be entirely independent of the German monopoly. 
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PATENTS BORING BAR OR TOOL HOLDER. 


George Amborn, Chapinville, Connecticut, assignor 











to J. H. Williams and Company, Brooklyn, New York, 
+ . . . 1 

has been granted United States patent rights, under 

number 1,201,673, for a boring bar tool holder de- 
scribed in the following: 

A boring bar comprising a rod of uniform external cross- 

section from end to end as to permit it to be clamped «t de- 

J 

sired points in its length, said bar being socketed : 1 in- 

ternally threaded at one end, and means for fasteni: yi 

ter in the bar including an abutment and a stud pee 

agains 


said internally threaded socket and forcing the cutte 
said abutment. 
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FILES OF QUALITY HELP SALES OF OTHER 
ARTICLES. 


\mong the many articles which are sold almost 
every day by the retail hardware dealer is the file, and 
it is, therefore, of the utmost importance that the 
most careful attention be given to the selection of 
this tool, because occasionai customers are only too 
prone to judge the quality of the store’s wares by the 
little things which they have purchased there. When 
they find that attention is paid to the quality of such 
an every day article as a file they will come back for 
larger and more costly articles of which they may be 
in need. Delta Files manufactured by the Delta File 
Works, Philadelphia, are claimed to be of superior 
quality and to assure the user of satisfactory services 
under any and all conditions. Because of this, these 
files are said to be certain to find a ready sale and 
bring good profits to the dealer. Delta files, it is 
stated, are exceptionally deep cut and made of high 
grade crucible steel, thus giving them exceptional cut- 
ting and wearing qualities. The manufacturers -say 
that they do not endeavor to make the most files but 
rather to put their energy into the quality of their 
wares and produce the best files. Their motto is 
“Files of Quality,” and their product is said to sub- 
stantiate this in every way. Dealers desiring further 
particulars about Delta Files and also the complete 
line of rasps manufactured by the Company should 
write to the Delta File Works, Philadelphia, for a 
catalog and special prices to the trade, which the 
Company will gladly furnish on request. 





INDIANA RETAILERS WIN TRADING STAMP 
VICTORY. 


Indiana retail merchants are rejoicing over the fact 
that the temporary injunction granted to the Sperry 
& Hutchinson Green Trading Stamp Company, re- 
straining the county prosecutois from enforcing the 
trading stamp act passed in 1915 has been dismissed 
by Judge A. B. Anderson of the United States Dis- 
trict Court. 

This action of Judge Anderson makes the law re- 
ferred to valid and enforcible, and requires the ven- 
dors of trading stamps to pay a license fee of $1,000 
per year for each store in which their stamps are used. 
This decision is regarded as a great victory for the 
retail merchants of the State of Indiana. 





PARCEL POST PACKAGE SIZE=-LIMIT 
INCREASED. 


An important arhendment has been made to the 
postal regulations in reference to the size of packages 
which can be accepted for mailing. Heretofore the 
maximum size has been 72 inches in length and girth 
combined. This has now been increased to 84 inches, 
making it possible to mail packages considerably larger 
than formerly. In measuring packages the length is 
taken and to this is added the girth of the package at 
its largest point. 

As an example, in a cone shaped package the length 
would be taken from the base to the tip, while the 
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girth would be taken around the base ; in an egg shaped 
package the length would be taken from top to bottom 
and the girth at the center or wherever the package 
was most bulky. These two measurements added to- 
gether must not exceed 84 inches if the package is to 
be mailed. 
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ASSOCIATED ADVERTISING CLUBS OF THE 
WORLD TO FURNISH COMPLETE COST 
ACCOUNTING SYSTEMS TO 
RETAILERS. 


The Associated Advertising Clubs of the World 
have taken up a line of work which, if the retailers of 
the country make up their minds to take advantage 
of this new activity, will be of great benefit to them. 

This new work is to furnish cost accounting sys- 
tems for retailers in various lines, because of the well- 
established fact that a large percentage of failures 
among retailers is due to the inefficient methods of 
accounting used in such stores. 

In a statement recently issued by the Retail Service 
and Business Systems Department of the Associated 
Advertising Clubs the following reasons are given 
for taking this step: 

The Association has believed the supplying of systems 
should be undertaken in a national way and on a very large 
scale for two reasons: 

First—By supplying a large number’ of them, it will be 
possible to furnish them and the service that will be rendered 
in connection with them, at a price not far from what the 
binders and other supplies, alone, would cost through ordi- 
nary channels. 

Second—By installing the same system in a large num- 
ber of stores in each line, so that each of a large number 
of merchants will have the same facts, it will be possible, 
through the Service Department of the Associated Adver- 
tising Clubs at Indianapolis, in cooperation with the Busi- 
ness Research Bureau of Harvard University, to compare 
results in various communities, and thus to give a local mer- 
chant the advantage of the experience of many other mer- 
chants in the solution of his problems. 

For several months, the preparation of the systems has 
been under way, and while they are all fundamentally similar, 
there is an individual system for each line of business. They 
all follow, in a general way, a system for retail jewelers 
which was worked out, at a very considerable expense, by 
the Ingersoll watch people. 

Records for the shoe and jewelry business were the first 
worked out. Systems for hardware, drug, and grocery 
stores are now also completed, and the installation of all 
five systems will be pushed at one time. 

sriefly, these records, though simple and easy to keep, 
will afford the retailer a perpetual inventory showing him, 
among other things: 

The total capital tied up in his business. ; 

The total of his outstandinng accounts (at all times). 

What parts of his business are making and what parts 
are losing money. 

What classes of goods sell rapidly; what slowly 

How many turnovers he gets a year on the 
whole, and in each department of his business. 

How 
earning 

Just what, at all times, he owes. 

Those are only a few of the things the records will tell 
the retailer, and are cited merely as examples. 


line as a 


much each sales person is selling and therefore 


The advertising men suggest that with such records the 
merchant can at all times show his banker just where he 
stands, and in the event of a fire, he can give the insurance 
company such accurate information as to the current condi- 
tion of his stock that adjustments can be made with prac- 
tically no delay, as has been proved through experience. The 


dangers of over-stocking, or of robbing the operating capital 
to too great a degree through extending too large a volume 
of credits, need have no terrors under the operation of such 
a system. 

The systems are to cost $25.00 each, and this is to in 
clude the subsequent service which the new department of the 
Associated Advertising Clubs will render. 
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Automobile Accessories for Coming Winter 
Offer Many Profit Opportunities 


By Witiiam T. Gormuey of the Bullard and Gormley Company, Chicago, Illinois. 








The time has passed when automobiles were stored 
Nowadays they are in use 
day in and day out during 
the entire year—both for 
pleasure and in business. 

This condition is one for 
which the retail hardware 
dealer has reason to be 
thankful, and if he is a 
wise and, therefore, pro- 
gressive merchant he 
makes his plans accord- 
ingly and adds to his stock 
such Automobile Acces- 
sories which are of especially seasonable interest as 
well as keeping on hand all the staple articles, for 
which there is an every-day demand. 

Among the former are, for instance, the various 
appliances for keeping the engine from freezing, one 
of which I saw described in AMERICAN ARTISAN AND 
HarbDWARE Recorp on page 31 of the September 3oth 
issue. Special solutions for “priming” the engine in 
cold weather; engine hood covers; tire chains, and 
many other items are of particular interest to the 
automobile owner at this time of the year, as the pos- 
session of them tend to make him more comfortable, 
by not being so likely to have his “machine” “go back 
on him” while out on a trip, and as he wants to get 
all the pleasure and use possible out of his car he will 
naturally appreciate having them brought to his atten- 
tion. 

That is really the important point in this whole 
bringing the new appliances to the automobile 


away during the winter. 





William T. Gormley. 





matter 
owners’ attention, and we have to give considerable 
credit to manufacturers of Automobile Accessories 
for the excellent work many of them are doing in co- 
operating with the retail distributors of their products 
to promote the sales of the latter. Comparatively 
speaking, they are away ahead of the regular hard- 
ware manufacturers as a class. 

Keeping this in mind, what can the retail hardware 
dealer do now to improve his business in Automobile 
Accessories, or to establish a solid and growing busi- 
ness for such a department? 

In the first place, his Automobile Accessories de- 
partment should be segregated from his other lines— 
located in a certain, easily accessible and well lighted 
section of his store, the stock out on display, for most 
of these profitable specialties, like others, are sold be- 
cause they are seen. 

In the second place, the automobile owners’ atten- 
tion must be brought to the department on the whole 
as a good, reliable place of supply for the various 
items they need right along. That means publicity, 
or advertising if you like that word be‘ter. Remem- 


ber that you are establishing a reputation on Automo- 
bile Accessories now. 

In the third place, whenever you receive a new 
article for this department, always make it a point 
to send some sort of advertising matter telling about 
it to every automobile owner who can use it on his 
machine—whether it be in the form of a booklet or 
circular furnished by the manufacturer, or one pre- 
pared by yourself, and in the former case make sure 
that your firm name and address is printed thereon. 

Next comes the window display. Here you have 
an excellent opportunity for increasing the results of 
your advertising, by presenting to the passers-by the 
many various accessories that you offer for sale and 
thus reminding them of what they read in your ad- 
vertisement. 

Price tickets and show cards should, of course, be 
used liberally—both in the window displays and with 
the articles displayed in the store. 

One of the most important factors in connection 
with the successful handling of Automobile Acces- 
sories is that the salesmen must be_ thoroughly 
familiar with the purpose for which the various ar- 
ticles are to be used. This may sound trite, but it 
has been my experience that special care in this regard 
will add tremendously to the sales and, therefore, to 
the profits of the department. 

This in itself is one reason why the retail hardware 
store is the logical retail distributor of Automobile 
Accessories, for the salespeople are trained to learn 
the important features of tools and appliances, the 
purpose they are to serve and how they may be used 
to the best advantage. It ‘comes natural” to a hard- 
ware man to handle this line, for in the most impor- 
tant respects it is very much “kindred” to the mer- 
chandise he has been accustomed to handle. 

If you have not started an Automobile Accessories 
department, you will do yourself a good turn by giv- 
ing very careful consideration to the matter, and if 
you find that there is a fair number of cars in your 
community, the owners of which must be buying their 
accessories somewhere, you can do nothing better than 
to start such a department. 

Ve 4A 
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Chicago, October 24, 1916. 
ee 
One of the ways that you can make yourself of 
great value to the store is to see that the stock is 
brought to the front frequently and not allowed to 
Watch your stock and know itt. 
Know your 


become shopworn. 
Eternal vigilance is the price of success. 
stock and avoid over-stocking. 
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EXHIBITS INAMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








WINDOW DISPLAY OF HUNTING SUPPLIES 
ATTRACTS UNUSUAL ATTENTION. 


A window display of Hunting Supplies that is said 
to have attracted unusual attention because of its wide 
scope and originality is shown in the illustration here- 
with. It was arranged by Robin A. Frayser, 602 East 
3road Street, Richmond, Virginia, and received Hon- 
orable Mention in AMERICAN ARTISAN AND HARDWARE 
Recorp Window Display Competition. 











was set up. In front of the cabin stood a large wax 
figure of a hunter in regulation hunting attire and be- 
hind him on the wall of the cabin were displayed 
knapsacks, hunting trousers, shirt, vest, coat and cap, 
gun, gun case, etc. 

The floor to the right was arranged with several 
pyramids of shell and cartridge cartons, together with 
advertising cards, while the remainder was covered 
with a wide range of hunting supplies and equipment, 
such as leggings, shoes, axes, knives, shell and cart- 
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Window Display of Hunting Supplies Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. Arranged by Robin A. Frayser, 692 East Broad Street, Richmond, Virginia. 


The background of the window display was a large 
scenic painting showing ducks flying over a marsh. 
This painting covered the entire upper wall portion of 
the wall, and in front of it were placed real cedar and 
pine branches which made the swamp appear in a sort 
of perspective far beyond. The wall to the right was 
arranged with split pine logs to form a typical log 
cabin, having the chinks and cracks stuffed with green 
moss to resemble natural conditions. Continuing in 
this vein, the floor which contained the bulk of the 
display, was thickly overlaid with pine tags, leaves and 
twigs. 

On the background were attached several cut-outs 
and picture cards, and against a thick horizontal bough 
rested several types of shotguns and hunting rifles. 
Cartridge belts dangled from the bough to the floor 
and in front of them a large cut-out of a hunting dog 


ridge belts, flashlights, duck and goose calls, shells and 
cartridges, etc. Two stuffed rabbits and a tree stump 
were used to add interest to the scene, and an effective 
bit of work is noted in the sign card attached to the 
lower part of the background, which conveyed a few 
suggestions to the huntsman. 

The variety of this window display, coupled with 
the novel arrangement, served to attract much atten- 
tion and interest, and for this 1eason, it no doubt 
proved a profitable venture. 

+ee —- 

If the average country merchant had to carry the 
tremendous overhead expense of the average city de- 
partment store he would go broke in six months. It 
costs some city stores as high as 35 percent of gross 
sales to pay expenses. 
that ? 


How long could you stand 
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BATTLESHIP MADE OF HARDWARE FORMS GOOD WINDOW DISPLAYS GREAT AID 79 


INTERESTING WINDOW DISPLAY. 





The illustration herewith shows a novel window dis- 
play of a Hardware “Battleship” which received Hon- 
orable Mention in AMERICAN ARTISAN AND HARDWARE 
Recorp Window Display Competition. It was ar- 
ranged by Walter D. Morse for the Morse Hardware 
Company, Jennings, Louisiana. 

The “battleship”? had an overall length of about 
eight feet and was constructed principally of loaded 
shells in boxes which formed the hull and upper 
works. The turrets were made of boxes of 22-calibre 
rifle cartridges with tin pie pans on the tops and a 
combination of 10, 12 and 16-gauge brass shells joined 
end to end to represent the turret guns. Belt punches 
were used for the smaller guns, twine holders served 
as the cranes, sad irons as the lifeboats, pipe fittings 
as the air funnels, large empty shells as the smoke 
stacks, and hoze nozzles, cake cutters and funnels 
nicely fitted together made lifelike masts. 

The bottom deck, the upper deck and the captain’s 
bridge were provided with railings to resemble natural 





Window Display of Hardware Battleship Awarded Honorable 
Mention in AMERICAN ARTISAN AND HARDWARE 
RECORD Window Display Competition. Arranged by 
Walter D. Morse for the Morse Hardware Company, 
Jennings, Louisiana. 


conditions and the ship was represented as resting at 
anchor in a “sea” of a wooden frame covered with 
grayish paper. All in all, the reproduction of the 
battleship was neatly and attractively arranged and 
without question was the means of interesting many 
people of the community. 

The fact that practically all the cartons used in 
the construction of the “battleship” were identical and 
advertised the same brand of shells no doubt was in- 
strumental in impressing the name of the brand upon 
the minds of the onlookers to the extent that they 
easily recalled it when purchasing shells for their 
hunting trips, trap shooting, etc. This naturally was 
the idea behind the preparation of the window dis- 
play, and the novelty and neatness of arrangement 
enabled it to fulfill its purpose. 


~_ 
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Instead of waiting for a rich uncle to die, go and 
take lessons of the industrious ant. 





SALESMEN IN RETAIL HARDWARE 
STORES. 





Anything that makes it easier for the salesmen ‘o 
close a sale is naturally a desirable feature in the re‘ +i! 
hardware store and to this end newspaper and circular 
advertising, together with window and interior d/;- 
plays, may be most effectively utilized. Whenever any 
advertising is done, it should be backed up by efficient 
window and interior displays. It is highly desiral)\< 
that the consumer see the article after reading about 
it, and the proper place to challenge his attention is in 
the retailer’s window. Such a display places before 
the purchaser the identical article that the advertiser 
wishes to sell and thus supplements the advertise- 
ments, creating desire and often effecting a sale. 

Consequently, a good window display produces a 
condition where less effort is required on the part of 
the salesman to make a sale and thus the efficiency of 
the selling force is enhanced. A man or woman, after 
having read the advertisement and seen the window 
display, passes from the point where interest has been 
aroused to desire, which the window display creates. 
In this way the first two steps in the psychology of 
selling have been taken and the succeeding ones de- 
pend, of course, on the salesmen. 

‘From this it will be understood that every retail 
hardware dealer owes it to himself to utilize every 
means possible in order to prepare window displays 
that will serve the purpose. A careful study of his 
merchandise and a consideration of the season of 
the year and of the people in the community are all 
required, and in addition to this is needed some 
originality and the ability to produce striking effects. 
All of these when added to the retailer’s or clerk’s 
propensity for grasping and utilizing new ideas, con- 
stitute the sum total characteristics of a window trim- 
mer who gets results and plenty of them. 

To those who are progressive in making the most 
of their opportunities, AMERICAN ARTISAN AND 
HarDWARE Recorp offers, as in previous years, the 
fruits of its Window Display Competition which is 
now being conducted and closes on December 15, 1916. 

By participating in this Competition, every retailer 
or employe stands a chance of sharing in the award 
of cash prizes amounting to $100.00 for the window 
displays judged most excellent. 

The advisability of entering this Competition can- 
not be questioned and the sooner a contestant enters, 
the better are his chances for winning because he can 
enter any number of window displays. The only re- 
striction is that these be of hardware or kindred lines, 
such as general hardware, builders’ hardware, tools 
of all sorts, cutlery, house furnishings, sporting goods, 
hunting supplies, automobile accessories, mechanics’ 
supplies, plated ware and glass ware, kitchen uteusils, 
toys, electrical supplies, farm and garden implements, 
cameras and photographic supplies, stoves, rarges, 
warm air heaters, sheet metal, etc. The details of the 
award of prizes and the conditions of the competition 
are as follows: 


Award of Prizes. 
The prizes will be awarded as follows: 




















October 28, 1916. 


First prize, $50.00 in cash, for the best photograph 
aid description received of window display of hard- 
ware and kindred lines. | 

Second prize, $25.00 in cash, for the photograph and 
description second in excellence. 

Third prize, $15.00 in cash, for the photograph and 
description third in excellence. 

Fourth prize, $10.00 in cash, for the photograph and 


description fourth in excellence. 
Conditions of Competition. 


The conditions of the competition are as follows: 
The photographs must be accompanied by descrip- 


‘tions of how the window displays were arranged and 


the materials used. These photographs and descrip- 
tions may be sent by mail or express, charges prepaid, 
and must reach this office not later than December 
15, 1916. Address all photographs and descriptions 
to AMERICAN ARTISAN AND HARDWARE REcoRD Win- 
dow Display Competition, 910 South Michigan Ave- 
nue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put upon a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed ; one of them will be an expert window dresser 
and one an experienced hardware man. This Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. 

AMERICAN ARTISAN AND HARDWARE REcorRD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 
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OFFICIAL REPORT ON MARKET FOR 
HARDWARE IN CHILE AND BOLIVIA. 


A report on the hardware markets in Chile and 
Bolivia has just been issued by the Bureau of 
Foreign and Domestic Commerce and is the first 
of a series based on the recent world-wide in- 
vestigation of hardware markets by the Amer- 
ican Commercial Attaches. The reports have been 
prepared under the direction of the Attaches, but 
the technical information was collected by spec- 
ially engaged experts sent to each country. In 
addition to the written reports, thousands of dollars 
worth of samples were forwarded to the United States 
and have already been exhibited in the principal Amer- 
ican hardware centers. They now form a part of the 
Bureau’s permanent exhibit in New York City. This 
investigation is the first of a number of far-reaching, 
concerted studies to be undertaken by the Attache 
Service to assist American manufacturers in captur- 
ing foreign markets. 

The report not only discusses general conditions in 
the two countries, but takes up in detail each article 
of hardware-and describes the design most in favor 
and endeavors to account for its popularity. An at- 
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tempt has been made to keep the work as practical as 
possible. It is entitled “Markets for American Hard- 
ware in Chile and Bolivia, Miscellaneous Series Num- 
ber 41.” In all there are 190 pages, including 12 
illustrations of hardware articles in common use in 
the countries dealt with. Copies may be had at 25 
cents each from the Superintendent of Documents, 
Washington, or from the nearest District Office of the 
Bureau of Foreign and Domestic Commerce. 
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CATCH IS PATENTED. 





‘ 

Peter Frantz, Sterling, Illinois, assignor to the 
Frantz Manufacturing Company, Sterling, Illinois, has 
secured United States patent rights, under number 
1,201,714, for a catch described in the following: 

A catch for hold- 
ing a movable ele- 
ment in stationary 
position, compris- 
ing a fixed plate 
having a stationary 
cam portion, a ro- 
tary plate provided 
with a notch to re- 
ceive said station- 
ary cam-portion 
and having inner 
and outer cam por- 
tions disposed in 
position to pass, re- 
spectively, inside and outside of said stationary cam portion, 
and a pivot for said rotary plate, two of said cam portions 
cooperating to tightly lock said member against movement, 
and one of these portions and the third portion cooperating 
to force said member from its stationary position. 
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NAIL SETS AND CENTER PUNCHES THAT 
WITHSTAND SEVERE SERVICE. 


The fact that they are made of a special grade of 
tool steel, hardened on both ends by an improved 











Stanley Nail Set. 
process and oil tempered, is said to enable the Stanley 


Nail Sets and Center Punches, illustrated herewith, to 


, 


“stand up” under the most severe conditions and give 


lasting, satisfactory service. In the shanks of each 








Stanley Center Punch. 


of these tools, special care has been taken in selecting 
the proper knurling, so that it is said the mechanic will 
find the feeling of security as to “grip” a great con- 
venience in his work; furthermore the heads are de- 
scribed as shaped so that there is little possibility of 
the hammer slipping from the set or punch. The nail 
sets are said to have tips that are cupped with the edges 
nicely rounded, and the center punches to have tips 
accurately shaped with the extreme point always in the 
center of the tool. They are packed in neat, handy 
boxes that are said to make a highly-attractive article 
for a counter display. Further particulars regarding 
construction, sizes and price list can be obtained from 
the Stanley Rule and Level Company, New Britain, 
Connecticut. 
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MERGER OF WIRE PLANTS PROGRESSING. 


The merger of wire manufacturing plants in 
Worcester, Spencer and Clinton, Massachusetts, is 
progressing in New York in a manner said to be sat- 
isfactory to the promoters and announcement of its 
completion may be expected this week. The com- 
bine will include the Spencer Wire Company, with 
plants in Worcester and Spencer, the Morgan Sprit.g 
Company, operating two plants in Worcester and the 
Clinton Wire Cloth Company, operating a plant in 
Clinton. The Wright Wire Company, Worcester, 
will not go into the combine because of the high price 
placed upon it by its President and General Manager, 
George M. Wright, Mayor of Worcester. Headquar- 
ters of the new Company, which will be a Massachu- 
setts corporation capitalized at about $10,000,000, 
will be in Worcester. Harry W. Goddard, President 
and Treasurer of the Spencer Wire Company, is 
slated to be its President, and Evan F. Jones, Treas- 
urer and General Manager of the Morgan Spring 
Company, is said to be in line for the General Man- 
New York bankers are promoting the deal. 


+6 
& 


WHO MAKES RED INJUN CUTLERY? 


agement. 





To AMERICAN \ARTISAN: 
Can you advise who manufactures the “Red Injun”’ 
cutlery ? 
SUBSCRIBER. 
————, South Dakota, October 27, 1916. 
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RIGHT AND PRIVILEGE OF ASSOCIATION 
WORK IS NATURAL. 





The most natural privilege of man, next to the right 
of acting for himself, is that of combining his exer- 
tions with those of his fellow-creatures, and of acting 
in common with them. The right of association, there- 
fore, appears to me almost as inalienable in its nature 
as the right of personal liberty—De Tocqueville. 

rms 
OBITUARY. 
Henry Clay Lowden, Sr. 

Henry Clay Lowden, Sr., sixty-seven years old, 
died Monday, October 23rd, at his home, 4422 Market 
Street, Philadelphia, from a complication of diseases. 
For forty years he had been engaged in the roofing 
business in West Philadelphia. He was a member of 
Hamilton Lodge, Free and Accepted Masons. His 
widow, two sons and three daughters survive him. 
The funeral was held at his home Wednesday, Octo- 
ber 25th, at 2 o’clock, and the burial at Fernwood 
Cemetery. 

Charles M. Sage. 

Charles M. Sage, formerly of Baker City, Oregon, 
where for many years he had been a member of Sage 
and Grace, which later became known as the Basche- 
Sage Hardware Company, died recently at Reno, 
Nevada. He was prominent in Masonic circles. His 


widow and one daughter are left to mourn his loss. 
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COMING RETAIL HARDWARE CONVENTIONS. 


In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their dates, and places 
of meeting, and the names and addresses of the ie- 


spective Secretaries: 

Oklahoma Hardware and Implement Association, Ok‘a- 
homa City, December 5, 6, 7, 1916. W. B. Porch, Secretary, 
Oklahoma City, Oklahoma. 

The Western Retail Implement, Vehicle and Hardware 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
Headquarters, Coates House. H. J. Hodge, Secretary, Ali- 
lene, Kansas. 

Missouri Retail Hardware Association and Mississippi 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
St. Louis, January 23, 24, 25, 26, 1917. F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 

Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 30, 31, February 1, 1917. M. L. Corey, Secretary, Argos 
Indiana. 

Nebraska _ Retail 
ruary 6, 7, 8, 9, 1917. 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. Arthur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
C. N. Barnes, Secretary, Grand Forks, 


Hardware Association, Omaha, Feb- 
Nathan Roberts, Secretary, Lincoln, 


ruary 14, 15, 16, 1917. 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H.C. Parker, Secretary, 
Murdo, South Dakota. 





RETAIL HARDWARE DOINGS. 


lowa. 

Fd Vinson, Beech, has purchased a hardware and lum- 
ber business. 

A. C. Vallin, Doon, has sold his stock of hardware to 
Dalton Brothers. 

Peter Tell, Graettinger, will engage in the hardware and 
implement business. 

S. W. Downs has purchased the stock of hardware of G. 
C. Persons at Greene. 

The Vestal hardware stock at Lyceville has been sold 
to G. B. McCoy. 

Charles Cummings has bought the stock of hardware of 
the Rivers Brothers at Montezuma. 

Michigan. 

The Bremmeyr-Bain hardware store, Petoskey, which was 
damaged by fire last spring, is being remodeled and another 
story will be added. 

Herman Johnson, Conklin, has bought a hardware store. 

C. A. Pratt, Nashville, has sold his hardware store to 


Seth I. Zemer. 
Minnesota. 


I. A. Tolstad, dealer in hardware and implements in 
Ruthton, has sold out to Tolstad and Applewick. 
Nebraska. 
E. A. Shelson, Rudyard, has sold his interest in the hard- 
ware business to Walter Soderholm. 
Paul Jones has bought the hardware business of A. A. 
Grigsby at Benkelman. 
Fred Bomark and Henry Swedell, Wilcox, have purchased 
the Carlson hardware stock. 
North Dakota. 
Elmer Cornell, Dunseith, has opened a hardware store. 
Wisconsin. 
Otto Christeansen, Westboro, has sold his hardware store. 
The hardware and implement store of William Zenk, 
Pulcifer, has been burned out. 
J. J. Jewell, New Lisbon, has purchased’ the J. H. Cade 
bankrupt hardware stock from Trustee J. H. Marsh. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 















The Hardware Club of Chicago, through its Enter- 
tainment Committee, is planning for a very extraor- 
dinary dinner and entertainment for the members, 
their ladies and friends, to be given on Election Night, 
Tuesday, November seventh, as announced in the fol- 
lowing letter: 

You and your ladies and friends are cordially in- 
vited to be present at an Election Party at the Hard- 
ware Club of Chicago on Election Night, Tuesday, 
November 7th, 1916. 

A special wire will be put in and the election returns 
will be received quicker than any where, and you will 
be able to watch how things are moving, in comfort 
and in good company. 

In addition, we will have a high class vaudeville 
entertainment, so that while you are waiting you will 
have a fine time. 

One of the splendid dinners for which the Hard- 
ware Club is justly famous will be served at 7 P. M. 
sharp. Liquid refreshments of all kinds, the highest 
grade only, will be served at fair prices. 

You may reserve seats for yourself and your ladies 
and friends at $2.00 each by sending check for the 
amount to H. B. Macrae, Chairman of the Enter- 
tainment Committee, not later than Monday, October 
30, 1916. 

H. B. MAcrAE, 


Chairman of Entertainment Committee. 


It is important that reservations for the dinner and 
entertainment, accompanied by check for the amount, 
at $2.00 a-person, be sent to Mr. Macrae on or before 
Monday, October 30th, in order that suitable arrange- 
ments may be made, as only about 125 people can be 
accommodated. 





WRITE FOR PARTICULARS ABOUT POLLY 
PRIM. 


The fact that in many of the new homes polished 
hardwood floors are the rule make it obligatory as well 
as highly convenient for the home-wives to use some 
special device for keeping the floors in good appear- 
ance, and for this reason the retail hardware dealer 
who is “up and doing” can add materially to his sales 
and profits by selling such devices with the necessary 
polish. It is also of interest to know that the manu- 
facturers of the well-known “Polly Prim” Polish are 
furnishing, free of charge, to dealers a very effective 
window display, complete in every detail, also a fine, 
6-foot metal display stand and a dozen self-feeding 
mops. Their proposition enables the retailer to give 
away with each of the “Polly Prim’ Mops a $1.00 can 
of “Polly Prim” Polish. Further information can be 
secured by writing to Polly Prim Sales Company, 


James H. Cumming, Salesmanager, Cunard Building, 
Chicago. 


a. 


FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

Hoes and knives, Number 22693.—A man in East Africa 
desires to be placed in communication with American manu- 
facturers and exporters of “Kaffir’ hoes and sailors’ knives. 

Washing machines, refrigerators, etc., Number 22694.—A 
man in Siam writes to the Bureau requesting that he be 
placed in touch with American manufacturers of refrigera- 
tors, washing machines, quilt towels in rolls, and glass bot- 
tles. Refrigerator must be driven by electric power, 100 volts 
continuous, and is to be used for storing drugs. The size of 
the room in which it is to be placed is 25 by 18 by 12 feet. 
Quotations and illustrated catalogues of the refrigerators 
and washing machines, and supplies of toweling are desired. 
A drawing of the kind of bottle required may be inspected 
at the Bureau or its district offices. (Refer to Miscel. No. 
156.) 

Tin plate and glass jars, Number 22703.—A fruit-canning 
factory in Central America desires prices on one-pint and 
one-quart glass jars, with air-tight tops, and tin plate in 50, 
70 and 100-pound boxes. Correspondence in Spanish. Ref- 
erences. 

Ice-cream freezers, Number 22705—An American con- 
sular officer in Italy requests catalogues and price lists of 
ice-cream freezers. ; 

Automobile Accessories, etc., Number 22766—An Ameri- 
can consular officer in Venezuela writes that a manufacturers’ 
agent in his district desires to represent American manufac- 
turers of automobile accessories and supplies. Other lines 
are desired later. 

Tools, Hardware, etc., Number 22769.—An American con- 
sular officer in the Netherlands reports that a company in his 
district wishes to form connections with American manufac- 
turers of tools, padlocks, hardware in general, novelties of all 
kinds, corsets, articles of women’s apparel, and other manu- 
factured goods for which a market may be found in that 
country. 

Scales, Cash Registers, etc., Number 22761.—An Amer- 
ican consular officer in Argentina transmits the name of a 
business man in his district who desires to represent Amer- 
ican manufacturers of scales and other weighing apparatus, 
machines for cutting cold meats, coffee percolators, and cash 
registers. Correspondence in Spanish. References. 

Hardware, Paints, Varnishes, etc., Number 22741.—An 
American consular officer in Portugal reports that a newly 
organized commission firm would like to represent American 
manufacturers and exporters of small hardware, paints, and 
varnishes, writing papers, and drugs. The firm is also will- 
ing to act as agent for American importers desiring to pur- 
chase wines, corkwood, cocoa, etc. Correspondence in [Eng- 
lish. 

Tin Boxes, Number 22722—An American consular officer 
in the United Kingdom reports that a firm of manufacturing 
chemists in his district is in the market for 500,000 tin boxes 
for vaseline, samples of which may be inspected at the 
3ureau or its district offices. (Refer to file Number 80926.) 
Reference. 

Enameled Ware, etc., Number 22711.—A firm of whole- 
sale and retail merchants in British East Africa informs an 
American consular officer of its desire to receive catalogues 
with prices and discounts given on aluminum and enameled 
ware, small oil, cooking stoves, patent medicines, etc. 
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Popular Automobile Accessories Offer 
Great Opportunity to Hardware Dealers 















The Twin Fire Spark Plug Company, Detroit, Mich- 
igan, has been incorporated with a capital stock of 
$20,000 by Louis H. Kirby, John M. Flannery and 
E. A. Rice. 


—-—— “eo —_——— 


C. W. STIGER CHOSEN PRESIDENT OF MOTOR 
AND ACCESSORY MANUFACTURERS. 


At a meeting of the Board of Directors of the Motor 
and Accessory Manufacturers held in the offices of the 
Association in New York City recently, F. Hallett 
Lovell, Jr., resigned as President and a member of 
the board, and William M. Sweet resigned as Man- 
ager. Mr. Lovell’s retirement was due to his giving 
up active business life, whereas Mr. Sweet is retiring 
to assume the duties of Assistant to the President of 
the United Motors Corporation. C. W. Stiger, of the 
Stromberg Motor Devices Company, was elected to fill 
Mr. Lovell’s unexpired term as President. Mr. Sweet 
was elected a member of the Board of Directors to 
succeed Mr. Lovell and will serve until 1919. Chris- 
tian Girl of the Perfection Spring Company was 
elected a member of the Executive and Finance Com- 
mittees. William Rands of the Motor Products Cor- 
poration was elected a member of the Board to suc- 
ceed C. E. Whitney, who has resigned. His term will 
expire in 1919. \At this meeting it was also voted to 
become a member of the Chamber of Commerce of 
the United States of America. A number of new 
members were admitted. 


~~ 
~~ 


SPARK PLUG PATENTED. 





Under number 1,200,532, Albert Schmidt, Flint, 
Michigan, assignor to the Champion Ignition Com- 
pany, Flint, Michigan, has obtained United States 
patent rights for a spark plug described herewith: 

Cc A spark plug, comprising a casing, an in- 
a4” sulator core therein, an electrode projecting 

HS 7 through said core, and a cooperating elec- 
SI HS 4. trode, having a shank portion engaging said 
1,200,532 casing, and a laterally extending portion of 
; substantially semi-circular cross section, the 
cross ‘sectional area of said laterally extending portion gradu- 
ally increasing from the outer end to the shank portion, and 
an edge of said semi circular portion being adjacent to the 
electrode projecting through the core. 


PROPER INFLATION OF AUTOMOBILE TIRES 
IS VITAL TO SMALL TIRE COST. 








The retail hardware dealer who sells automobile 
accessories, of which tires and inner tubes, of course, 
form an important part, will be interested in the fol- 
lowing information, furnished by a prominent tire 
expert, as to the amount of pressure which tends to 


make tires less liable to blow-outs and rim cuts: 
Many Tires Ruined by Underinflation. 

About three out of every four tires which pass on to 

the scrap heap are prematurely and needlessly worn out 

through underinflation. In an wunderinflated condition the 

tire is more susceptible to cuts and bruises; rim cuts and 





fabric blowouts develop because of the tremendous num)cr 
of different positions the tire assumes which tend to creat: 
internal heat and destroy adhesive qualities of the rubberize: 
fabric. 

The motorist who is careful as to the air pressure wi!l 
surely obtain large tire milage at small cost. 

At the best, the tire is only a container of air on which: 
the car rolls. The amount of air necessary to carry will 
depend absolutely upon the amount of work that is to | 
done, and the load carried. 

The motorist should determine the load for each tire 
and regulate his air pressure so as to carry that load wit)i- 
out injury to the tire. To do this, weigh front and rear 
of loaded car separately, and divide by two, which will give 
the weight as carried on each wheel. 

Now that the weight of load as carried by each whecl 
is known, determine the air pressure by using the factor 
given opposite tire size to divide the amount of the load, 
the result being the pressure required. 

Divide Weight 


Tire , of Load by 
URE. Reape Maley te Sees -§ amen ihe parted se Seep er 8 
OM INNS ss ob Sie eG pies Oe xe oe eee 10 
COT ERS OD Seer ae ie ee ere ee 12 
PINE oooh oes spe cbisae iy eae Rare 14 
Ne ee a a Ros mene ails aah le 16 
Dene EES een RS cen atte Sra) (Pa rR 1 


Example—On a 4-inch tire you find the load to be 72)- 
pounds. Refer to above table and note that on a 4-inch tire 
12 is the factor; 720 pounds divided by 12 equals 60, there- 
fore inflate the tire to 60 pounds air pressure. 

As the load carried by the front tires is usually less 
than on the rear, by using the method as suggested, it will 
be determined that less air pressure is needed. 

The ideal load for the best all around results under 
average conditions is as follows: 


Tire. Pounds. 
et MN is ook eat ea ss cia enae ie 400 
REO es ogee sae chomscek cele 550 
eR ee eg rte Sehr ig ee Oe ohne Shs 735 
nS NE A nO Mee oe Peet SA 960 
Bt EM On Dice Oe, Fe seg Sn ae ba 1,210 
PO coed kksthwidta sen anadteoes 1,485 


A load heavier than these figures may be carried but the 
resulting pressure mecessary to get good tire mileage is 
usually very hard on the car and its occupants. 

To obtain best results weigh car as suggested, divide 
any load by figure given and inilate to that amount, test 
air pressure at least once a week. 


“eo 


AUTOMOBILE HORN PATENTED. 


Paul K. Wood, Elyria, Ohio, assignor to The (:ar- 
ford Manufacturing Company, Elyria, Ohio, has ob- 
tained United States patent rights, under number 
1,200,680, for an automobile horn described in the 
following : 









_ In an automobile 

; horn, the combina- 
tion of a frame piece, 
a diaphragm associ- 
ated therewith, an 
electromagnet sup- 
ported from _ the 
frame piece sulstan- 
tially parallel to the 
diaphragm and with 
its operating end ad- 
jacent the central 
portion of the dia- 
phragm, said elcctro- 
magnet consisting of a single pole piece and a winding 
thereon, an armature controlled by the electromagnet for 
actuating the diaphragm, said armature being normally posi- 
tioned in front of the magnet and with its center to one side 
of the center of the core thereof, said armature when at- 
tracted by the electromagnet moving substantially perpendic- 
ular to the long axis of the magnet, means supported from 
the frame for supporting and positioning the armature t0 
move in a path clearing the front of the electromagnet and 
an electric switch controlled by the armature. 


1,200,680 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








5 RR RE TMD 





THE POWER OF ADVERTISING. 


Discussing the power of advertising, John H. Fahey, 
_president of the Chamber of Commerce of the United 
States, in a recent letter said: 

[If there are still extant men who ask the question, 
“Does it pay to advertise?” I know their thinking is 
of the kind which would lead them to light factories 
with candles and insist upon the advantages which 
would accrue if the residents of modern cities still 
drew their water supply by bucket from the town well. 

When nations in the greatest struggle of history 
_advertise for armies; when kings and emperors and 
sultans come down from their thrones to seek the 
attention of the world and present their pleas and 
defences through the press; when it has become the 
daily bread of a large part of the world’s business, it 
is indeed a man of limited mentality who still ques- 
tions the power of publicity. Its value to society has, 
in fact, so impressed itself that today publicity is the 
light of the world. It may be said, with little element 
of speculation in the assertion, that if publicity had 
characterized dealings between the nations of Europe 
during the last fifty years, and secret diplomacy had 
been eliminated, the present world-war, with its ter- 
rorism and threat to all civilization, would not now be 


raging. 





*x* * * 
Every sort of a publication that is read in general 
by the people of the community offers an opportunity 


to the wide-awake 
To get the best 


retailer to increase 
GROCERIES visence of this we 
MEATS 

HARDWARE 


note in a monthly 
Trade at 


Forberg’s 


the Messenger of 
Telephone, Winnetka 46«78 


Winnetka, Illinois, 
the two and one- 
Hubbard Woods, Illinois 


half inch single 
column advertise- 
ment shown in the 
accompanying il- 
lustration. In this 
advertisement the character of the publication and the 
space occupied both make it inadvisable to list definite 
offers and quote specific prices, and a general an- 
nouncement or admonition such as that used, no 
doubt, utilizes the space to the best possible advan- 
tage. -The layout and the bold type used cause the 
advertisement to stand out prominently and the inser- 
tion of the telephone number gives the readers the 
lead to make inquiries. The advertisement was run 
by Forberg’s Store, Hubbard Woods, Illinois. 


= * * 
“Seeing is believing,” is an old adage that applies 
with perhaps more force to selling than to anything 








else we are acquainted with. It is quite obvious that 
if a dealer is willing to go to the trouble and expense 
to demonstrate to the housewives of the community 
the merits and the adaptability of certain cooking 
utensils, for example, he will effect far more sales of 
these articles than by a mere display in the window 
or in the store. A newspaper advertisement of such 
progressive hardware retailers is reproduced herewith 
from the July 11th issue of the Seattle, Washington, 
Daily Times, where it occupied a double column space, 
seven inches deep. Aside from the announcement of 








Factory Demonstration of} 
“Wear-Ever” Aluminum Cooking Ware | 


Your cooking utensil troubles solved in a jiffy—-ask the demon- 


strator. —Basement, 











$3.50 Guaranteed 
Electric Irons at $2.95 


6-pound “Arcade’’ Electric Irons, com- 
plete with stand and removable plug 
cord as pictured. The heating element 
in the “‘Arcade’”’ is one of the best and 


is guaranteed for 10 years. $2 95 
e 


Special 


$1.50 Aluminum Preserving 
Kettles 95c 


8-quart capacity pure Aluminum Preserving Kettles, 
extra special for Wednesday. Thick pure aluminum 
through and through. No plating or enamel to chip 
off. The ideal kettle for fruit canning, as they do 
not form poisonous:compounds with 95 

ecids im Trnit. Bpeetal 2. ccccvecvsseerccs Cc 


$3.25 Garden Hose, Special 
at $2.59 
25-foot ti “Crescent” e black 
Rubber ahians tide aomensieeh: ‘ $2 .59 
50-foot sections in rubber same as above or strong cotton- 
covered pure rubber tube hose. $4 98 
WEEE SOU ION oe ove Veeder ee rahe dwennee 4 


$2.25 — _ Special 




















8-player Croquet Sets complete, in hardwood 
box, with hinged cover. Set consists of 8 
| balls and 8 mallets, pegs, wickets, etc. Well 


| striped and varnished, $1 98 
e 


| Special 





























the Factory Demonstration of “Wear-Ever” Alumi- 
num Cooking Ware, the advertisement commendably 
features four items in an attractive manner. Each is 
introduced by a uniform, effective heading adequately 
described, illustrated, and given a specific price quota- 
tion. These essentials, coupled with the simple, con- 
venient layout, no doubt tended to make this portion 
of the advertisement as productive of good results as 
the announcement at the top. Spelger and Hurlbut, 
Second Avenue and Union Street, Seattle, who ran 
this advertisement, show further evidence of advance- 
ment in advertising by using a distinctive name plate 
at the bottom of the advertisement. 
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HEATING AND VENTILATING 











AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION USES SPACE IN 
BRITISH TRADE PAPERS. 

In the October issue of the London, England, Do- 
mestic Engineering half a page on the back cover is 
used for the advertisement shown in the accompany- 
ing illustration, the purpose being of course to open 
the way for greater export business. 















American 
Hardware Manufacturers’ Association 
F. D. MITCHELL, - Secretary. 

1514 Woolworth Building, New York, U.S.A. 
Invites the Heating, Lighting and Ventilating Engineers 


of the World to correspond freely with them to learn 
where to get what they may want in 


Apparatus made im the United States of America 


Their Tradé ts representative of the Iron and Steel 
Industry in its various branches in the United States, 
and the Secretary will gladly give the information 


FOR THE ASKING. 

















Half Page Advertisement in British Trade Paper Inserted by 
American Hardware Manufacturers’ Association. 


This is another example of efficient cooperative ad- 
vertising, as well as an instance of the increasing ap- 
preciation among American manufacturers of the 
necessity for the growth of our sales to people in for- 
eign countries. 





H. W. MACKINNON SPEAKS HIGHLY OF 
HIS FORMER BUSINESS ASSOCIATES. 





When H. W. Mackinnon, who for several years 
was in charge of the Cleveland business of the 
Haynes-Langenberg Manufacturing Company, St. 
Louis, Missouri, manufacturers of the well-known 
Front Rank Warm Air Heaters, resigned to become 
Secretary of the Buckeye Incubator Company, 
Springfield, Ohio, he sent the following letter to the 
installers in the territory where he had traveled: 

“After a connection of twelve years with the 
Haynes-Langenberg Manufacturing Company, St. 
Louis, I regret very much to take leave of this com- 
pany, to engage in another line of business. 

“They not only make the ‘Front Rank’ furnaces the 
best furnaces on the market, but I know they are 
made on honor, with the best materials and workman- 
ship possible. But you, who are handling the ‘Front 
Rank’ do not need to be told this. 

“The people behind the ‘Front Rank,’ whom I have 
intimately known so long, are among the best; as 
fair, square and upright men as I would ever want 
to be associated with. They, as well as their prod- 





uct, are deserving of the large success they have won, 
and here is where you and I wish them even greater 
success. 

“It is with sincere regret that I part company with 
you, with whom I have been in close touch for the 
past dozen years. I know you will co-operate with 
my successor, and extend him the same courtesy al- 
ways shown me.” 





a 
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RADIATING MANIFOLD IS NEW FEATURE 
IN WARM AIR HEATER. 





A new principle which will appeal strongly to home 
owners is embodied in the radiating manifold of the 
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Forbes Warm Air Heater With Casing Removed. 


Forbes Warm Air Heater, illustrated herewith. By 
the use of this manifold, the heat that usually escapes 
up the chimney is said to be retained and utilized, 
and only sufficient heat is left in the smoke and gases 
to create a good draft. All the cold air must pass 
between the flues of the radiator, which is placed back 
of the warm air heater near the bottom as pictured, 
and this particular feature, it is stated, explains the 
great efficiency of the system. Each vertical flue is 
provided with solid extended wings or fins, thus pro- 
viding an immense radiating surface, and as the flues 
have no joints, the radiator is claimed to be abso- 
lutely gas tight. Combustion takes place within the 
firepot and dome, the hot gases rise into the smoke 
neck and go downward into the manifold where they 
are distributed and pass through separated flues; 
while traveling through the flues they are said to lose 
most of their heat to the inrushing air so that the 
smoke pipe is cool to the touch of the hand. Further 
details are enumerated in the catalog of Forbes Warm 
Air Heaters, which will be gladly sent upon request, 
by the Tubular Heating and Ventilating Company, 
228 Quarry Street, Philadelphia. 
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THOROUGHLY MODERN VENTILATING 
SYSTEM IN NORTHWESTERN MUTUAL 
LIFE INSURANCE BUILDING. 





The new home office of the Northwestern Mutual 
Life Instrance Company, at Milwaukee, Wisconsin, 
is a monumental structure. It is of strictly fire-proof 
tile and steel construction and the exterior fronts are 
of white Vermont granite. The court and rear ele- 
vations are of granite finish terra-cotta, while the in- 
terior finish is in mahogany, marble and solid bronze. 


There are two “banks” of electric elevators. Current 


and heat for the building is furnished from a central 
station. The building ‘is furnished with a heating 
system sufficient for warming the premises without 
the aid of the ventilating system. 

Features of Ventilating System. 

This building and the Burlington Building in Chi- 
cago are distinctive because they are about the first 
office building structures of the country, in which 
ventilation is provided on each and every story inde- 
pendent of the 
heating system, 
and in which 
rooms for induc- 
tion fan units con- 
sisting of fans, air 
washers and condi- 
tioners, motors, 
coils, etc., are lo- 
cated on _ office 
floors, as in this 
building on first 
floor, mezzanine 
and seventh floors, 
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and humidified to any humidity up to 55 percent, it 
being heated to any temperature up to 75 degrees 
Fahrenheit and delivered to the various parts of the 
building. _ The velocities through the free openings of 
the diffusers and registers do not exceed 350 feet per 
minute. Through the free areas of the eduction reg- 
isters, the velocities do not exceed 400 feet per 
minute. Throughout the building from the first to 
the eighth floor, inclusive, the air is changed at least 
every fifteen minutes and oftener when the amount 
of air specified exceeds the amount for the fifteen 
minute change. 

The ducts, registers and diffusers are so designed 
and installed that the air is distributed to all parts of 
the spaces to be ventilated. Distribution to the vari- 
ous induction and education outlets is adjustable, the 
system of ducts being provided with the necessary 
adjustable deflectors so that the supply or exhaust 
from any portion may be deflected to other portions. 

All the fans are installed with 2-inch layer of cork 
board between the bases of the fans and the structural 
supports, the same 
providing for the 
deadening of 
sound and vibra- 
tion. All the con- 
nections of ducts 
to fans are made 
with a sound dead- 
ening joint consist- 
ing of 2-inch cork 
board washers 
bolted between 
flanges on adjoin- 
ing ducts, with 
leather washers 








in addition to the 
usual basement and 
pent house loca- 
tions. This ven- 
tilating system is 
served by eleven 
induction fans and 
eleven eduction fans operated by direct connected 
motors. There are nine air washer units for cleaning 
and humidifying the incoming fresh air. The aggre- 
gate amount of air handled is 445,500 cubic feet per 
minute. The total electrical horsepower used for ven- 
tilation and air cleaning is 337 horsepower, and 19,500 
square feet of blast coil is used to heat fresh air. The 
condensation from the heating and ventilating sys- 
tems is cooled to the lowest limit on its way to the 
street system by means of centrifugal pumps elec- 
trically operated so as to pass the water through the 
ventilating unit coils before being metered and 
weighed, thus recovering waste heat. The unique 
features of the building include the various methods 
of air distribution by means of metal and concrete 
ducts and also the method of handling meeting rooms, 
assembly hall, dining room and kitchen ventilation. 
Both heating and ventilating systems are thoroughly 
up-to-date. 

Ventilating System. 

The ventilating system is constructed so that the 

outside air is thoroughly free from foreign matter, 





Northwestern Mutual Lffe Insurance Company’s Building in Milwaukee. 


under the _ bolt 
heads and nuts. 
Motors are pro- 
vided for each in- 
duction fan and 
have a 220-volt di- 
rect current and a variable speed motor. For each 
eduction unit and circulating pump there is installed 
a 220-volt, direct current, constant speed motor. The 
motors have self-oiling removable bearings with brass 
The bearings are equipped with com- 
All the 


or oil rings. 

bination brass oil gauge and drain cocks. 

motors are practically noiseless in operation. 
Air Conditioners. 

An air conditioner is provided for each induction 
unit, being so designed and constructed that the out- 
side air, entering at any temperature obtainable and 
passing through the same at any given rate, can be 
thoroughly freed from foreign matter, humidified and 
heated. After passing through the fans and the sys- 
tem of ducts, the air is delivered to the rooms at any 
temperature up to 75 degrees Fahrenheit and at, any 
humidity up to 55 percent. In each air conditioner is 
installed, near the tempering coils, a set of steam 
spray nozzles for auxiliary means of humidifying the 
air. These are provided with diaphragm valves which 
are controlled by humidostats in the plenum chambers. 
or each air conditioner there is provided catch ponds 
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made of Number 10 gauge strictly wrought iron which 
are approximately 18 inches deep by 4 feet wide. 
These catch ponds are placed under the washer in 
such a position, that the drip from the eliminator may 
also flow to the same. Each catch pond is provided 
with drain and standing overflow extending up to the 
normal level of the water of the pond. The extension 
of this overflow pipe from the bottom of the pond to 
the water level is removable so that the pond may be 
completely drained. A float is installed to operate the 
valve in the makeup supply so that the desired water 
level in the tank may be maintained. 
Circulating Pumps. 

A centrifugal motor driven pump is installed with 
each induction unit, of sufficient capacity to circulate 
0.85 pound of water to each pound of air. The pump 
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the main shaft, there is provided an adjustable de- 
flector at the junction point. At the intakes of the air 
conditioners, there is installed the necessary deflectors 
of Number 16 gauge steel, properly stiffened to dis- 
tribute the air equally to all parts of the tempering 
coils. At the connection of the horizontal concrete 
ducts with the plenum chambers, the deflectors are of 
Number 10 gauge galvanized steel, reinforced and 
stiffened with bars properly hinged and each provided 
with suitable means for locking in any position. At 
the connections of the horizontal concrete ducts with 
the vertical ducts, one deflector is provided in each 
horizontal duct to proportion the distribution up and 
down, these being provided with means for securing 
in any desired position, adjustment being made by 
entering the horizontal ducts through the manholes. 
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Seventh Floor Plan of Ventilating System in Northwestern Mutual Life Insurance Company’s Building, Milwaukee, Wisconsin. 


is provided with brass shaft and bronze journal, and 
is directly connected to the motor through a flexible 
insulated coupling. The thrust is taken up by the ball 
thrust-bearing, mounted in such a way that there is 
no yield to allow the impeller to be displaced from its 
proper position. The pump section is connected to the 
catch pond through a strainer and the pump discharge 
is connected to the spray headers, with a valve placed 


in the line. 
Duct System. 

Horizontal concrete ducts in the second and sev- 
enth floors are provided, also vertical tile ducts at the 
outside walls, and straight runs of vertical ducts on the 
inside walls. Sheet metal ducts are installed for the 
local venting of all water closets and urinals to the 
toilet exhaust shafts. 

At every point in the complete system of ducts, 
where either the induction or eduction duct branches 
out from another, or from a plenum chamber or from 


The Mehring & Hanson Company, Chicago, in- 
stalled the heating and ventilating systems. 
AMERICAN ARTISAN WANT AD BRINGS GOOD 

WARM AIR HEATER INSTALLER. 








To AMERICAN ARTISAN: 


Please discontinue our advertisement for warm air 
heater installer, as have secured a good man besides 
many inquiries from Michigan, Illinois, Nebraska, 
Missouri, Wisconsin, Iowa, and other states. Many 
thanks! 

Respectfully, 
BUCKMAN AND BAL«Es. 


Adel, Iowa, October 19, 1916. 


- 
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When an intelligent crook makes a mistake he fixes 
things so that another gets the blame. 
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LARGE VARIETY OF HIGH GRADE WARM 
AIR HEATERS. 





Twelve different styles of warm air heaters, in 
the different sizes, which are carried by the Standard 
Furnace and Supply Company, Omaha, Nebraska, are 
claimed to constitute the largest variety of strictly 
high grade warm air heaters offered by any manufac- 
turer or wholesale concern in the United States. 
These types include the Nesbit 5000 Series All-Cast 
Warm Air Heaters with the cone grate construction, 
and the Nesbit 1000 Series All-Cast Warm Air Heat- 
ers with triangular revolving grate bars, both of which 
are manufactured by the Company; the Weir All- 
Steel Gas and Soot Consuming Warm Air Heat- 
ers, and the Rudy All-Cast Warm Air Heaters, for 
both of which the Company is the Western Distribu- 
tor. A large line of warm air heater supplies is also 
carried in stock, and the Company is further said to 
be the largest distributor of these items west of the 
Mississippi River. They furnish advertising for dealer 
use and make quotations and estimates upon request. 
Catalog and information blank will be sent to those 
addressing the Standard Furnace and Supply Com- 
-pany, 411-413 South roth Street, Omaha, Nebraska. 


-® 


PATENTS SIGNALING AND INDICATING 
DEVICE FOR HEATING PLANTS. 








Adolf Hein, Berlin, Germany, has secured United 
States patent rights, under number 1,198,221, for a 
signalling and indicating device for heating plants, de- 
scribed in the following: In an indicating and signal- 
ing mechanism, an electro-magnetic device having a 
hinged flap normally under spring tension, locking 
means connected with the armature of the electro- 
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magnetic device for holding said flap in position, a 
source of current for said electro-magnetic device, a 
thermometer for closing the circuit from said source 
of current through said electro-magnetic device, a 
switch carried by said electro-magnetic device, means 
connected with said flap for operating the switch to 
break the circuit, a clock, means for engaging the 
working mechanism of said clock for stopping the 
latter, and a flexible connection between said flap and 
said clock stopping means for actuating the latter on 
the movement of the flap. 


» 


SEND FOR COPY OF THIS NEW CATALOG 
OF WARM AIR HEATERS. 








The latest catalog of Wise Warm Air Heaters 
should be in the hands of every installer of warm air 
heaters because it points out in a convincing manner 
the great advantages of warm air heaters over steam 
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and hot water, and gives practical, common-sense, rea- 
sons why steam and hot water should not be used. 
Among the advantages enumerated is that with a good 
warm air heater of ample size properly located, a con- 
stant supply of pure, fresh air is furnished at all times 
and every room and hall is well heated, while the use 
of direct radiators, either steam or hot water, is 
against the most primitive laws of health, as there is 
no ventilation or fresh air supplied in ‘99 cases out of 
a hundred. Then the fact is emphasized that a warm 
air heater seldom requires repairing, and when repairs 
are necessary, they can be installed in two or three 
hours and consequently the heating of the house is 
seldom interfered with, whereas with steam or hot 
water boilers, a break: in either the boilers or in the 
piping means anywhere from two days to a week 
without any heat. Other strong arguments for warm 
aid heating are listed, and the catalog further de- 
scribes and illustrates the various types of Wise Warm 
Air Heaters, registers, pipes and fittings, besides giv- 
ing valuable pointers on the selection, installation and 
management of warm air heaters. Copies will be sent 
upon request, by the Wise Furnace Company, Akron, 
Ohio. 





OPPORTUNITY COMES WITHOUT WARNING. 





Opportunity comes suddenly and without warning, 
as a rule. Promotions should be possible without dis- 
organization, and the most useless employe to any 
business is the one who works on the principle that 
the more secretive about the duties of his position, 
the more valuable he is to the house and the better 
chance he has of holding his present job. A greater 
mistake was never made. The person I—in common 
with all other business men—am seeking to promote 
is the one who is broad-minded enough to see that the 
sooner he has outgrown his position and prepared 
someone else to fill it, the sooner will he be recognized 
and therefore promoted. If any of you do not under- 
stand this policy in detail, you are at liberty to come 
in and discuss the matter with me. In fact, I shall be 
glad to do anything I can to help each and everyone 
of you to realize how absolutely necessary it is to the 
organization, system, and cooperation that there is no 
one position in this house which can be filled by one 
person only.—W. G. Cleveland. 


~~ -— 





PARAGRAPHS. 


The Wrought Iron Range Company, St. Louis, Mis- 
souri, Manufacturers of Home Comfort warm air 
heaters, will build an addition to their machine shop. 

The Clarage Fan Company, Kalamazoo, Michigan, 
has established a branch office in Chicago with head- 
quarters in the Advertising Building, 122 West Mad- 
ison Street. L. O. Monroe, who has been appointed 
manager, has had many years’ experience with the 
Company both in the construction and experimental 
departments and as salesman. 


” 
~>oe-o 





Be careful about accepting favors from people 
when it may prove embarrassing to be under obliga- 
tions to them. 
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PRACTICAL HELPS FOR THE 
TINSMITH. 
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PATTERNS FOR TRANSITIONAL ELBOW. 





BY O. W. KOTHE. 
In piping systems it is now and then necessary to 
transform an elbow from round to oblong in order 
to run pipe between wall or a post. In such cases 
these elbows are made of quite a number of pieces, 
5 in this case, and all the middle pieces must be gradu- 
ally transformed from one section to the other. 
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half section “Q” and “R.” It will be observed the 
half section “O” is a modification. Through the 
miter line 1”-13” of “M.” The half section “P” and 
‘“()” are exactly the same, because both ends must fit 
together as in elevation. Having these drawn then 
divide your sections in spaces, draw your lines to miter 
lines, and then the triangular lines in elevation in 
each piece. 

The next step is to determine the true lengths for 
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Development of Patterns for Transitional Elbow. 


To do this, first draw a right angle indefinitely and 
from the corner measure for your center arc 0-o and 
then strike that arc and divide into 8 equal spaces thus 
giving you the miter line as shown. Next draw the 
half profile or section “M” to the desired size and 
divide into equal spaces, and square lines into the 
first miter line for piece “A.” In like manner draw 
the half section or profile “N” to the proper length 
and width and divide your quarter circles into the 
same number of spaces to conform with section “‘M.” 
From these points square line to the first miter line in 
piece “E” as shown. 

It is understood these two end pieces “A” and “E” 
can be laid out as an ordinary elbow but each middle 
piece requires special treating. For this it is best to 
reproduce each piece from the elevation and through 
the miter cuts draw your half sections as for instance 
for the piece “B” we have the half section “O” and 
“P.” In like manner for the piece “C” we have the 


the triangular lines, and for this draw the diagram 
“B.” With your dividers pick the lines from piece 
“B” as 1-2, 2-3’, 3’-4’, 4’-5’, 5’-6’, etc., and set them 
over from the center line on the horizontal line. On 
the center line, measure off the length of sectional 
lines in “O,” and at the end of your points erect lines 
equal to those in “P” thus giving you-the true lengths 
as shown. It is often best to avoid confusion to place 
the dotted lines on one side and the solid lines on the 
other. 

For the pattern, draw any line as 1-2 equal to the 
heel on elevation; then set one pair of dividers equal 
to the spaces 1-3 from “O” and using 1 as center 
strike small arc as at 3. Next pick the space 2 4 from 
section “P” and using 2 in pattern as center. strike 
arc as at 4. Next pick true length 2-3 from «iagram 
and using 2 in pattern as center, cross arcs in point 3. 
Repeat and pick line 3-4 from diagram and «sing the 
new point 3 as center, cross arcs in point 4 <* shown. 
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Continue in this way until points 13 and 14 are estab- 
lished, after which draw lines through all points 
where arcs cross, and your pattern is finished. 


Since each one of these pieces are different, extra 
laps must be allowed on all miters and edges to suit 
seams you wish to make. In this way every piece is 
laid out. 


a> 
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IMPORTANT FEATURES OF CONTRACT 
PROPOSED BY MANUFACTURERS OF 
SHEET METAL. 





Information relative to the proposed contract with 
buyers of sheet metal is offered in a 24-page pamphlet 
being distributed by the National Association of 
Sheet and Tin Plate Manufacturers, organized several 
months ago by 24 independent concerns. Aside from 
explaining the proposed contract, the brochure con- 
tains the names of members and officers of the asso- 
ciation, a copy of a resolution endorsing the proposed 
contract form adopted at the July meeting, a number 
of letters of manufacturers and consumers contain- 
ing expressions about the new contract and a synopsis 
outlining the purposes of the organization. 


The new contract, it is pointed out in the pamphlet, 
contemplates an irrevocable sale and purchase, not 
subject to cancellation, postponement of delivery or 
price revision because of market conditions. 

Freights are to be paid in cash, and are not sub- 
ject to discount; other provisions and conditions are 
similar to the regular form of contract now in use, 
except that the contract contains the following liquidat- 
ing damage clauses: 

“The buyer’s failure to furnish specifications as 
herein provided shall be deemed a refusal to accept 
the tonnage unspecified, which thereupon shall be de- 
ducted from the contract; and the buyer shall pay the 
seller, as liquidated damages and not as a penalty, the 
difference between the contract price of such material 
for which the buyer has failed to furnish specifica- 
tion (less freight allowance, if any) and the market 
price thereof at the time of such failure; but such 
damages shall not be less than ro percent of said con- 
tract price. 

“If the buyer shall have furnished complete speci- 
fications as above provided and shipments are not 
made by the seller as herein agreed, the tonnage which 
the seller has failed to ship shall be deducted from the 
contract, and the seller shall pay to the buyer, as 
liquidated damages and not as a penalty, the difference 
between the contract price of such material which the 
seller has failed to ship (less freight allowance, if 
any) and the market price thereof at the time of such 
failure; but such damages shall not be less than 10 
percent of said contract price.” 

At the July meeting of the Association a resolution 
recommending the adoption and enforcement of the 
proposed contract form was adopted by the associa- 
tion. Furthermore, the resolution recommended that 
“binding contracts only be negotiated and concluded, 
in which there shall be no provisions or conditions 
guaranteeing prices against market decline.” More 
than 17,000 copies of the resolution have been dis- 
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tributed among sheet buyers in the United States and 
Canada. 

Members of the Association are:. Alan Wood Iron 
& Steel Company, Philadelphia; Allegheny Steel 
Company, Pittsburgh; American Rolling Mill Com- 
pany, Middletown, Ohio; Apollo Steel Company, 
Apollo, Pennsylvania; Berger Manufacturing Com- 
pany, Canton, Ohio; Brier Hill Steel Company, 
Youngstown, Ohio; Canton Sheet Steel Company, 
Canton, Ohio; Carnahan Tin Plate & Sheet Com- 
pany, Canton, Ohio; Deforest Sheet & Tin Plate 
Company, Niles, Ohio; Inland Steel Company, Chi- 
cago; La Belle Iron Works, Steubenville, Ohio; 
Mansfield Sheet & Tin Plate Company, Mansfield, 
Ohio; Massillon Rolling Mill Company, Massillon, 
Ohio ; Newport Rolling Mill Company, Newport, Ken- 
tucky; Parkersburg Iron & Steel Company, Parkers- 
burg, West Virginia; Reeves Manufacturing Com- 
pany, Dover, Ohio; Seneca Iron & Steel Company, 
Buffalo, New York; Stark Rolling Mill Company, 
Canton, Ohio; Trumbull Steel Company, Warren, 
Ohio; Western Reserve Steel Company, Warren, 
Ohio; Wheeling Corrugating Company, Wheeling, 
West Virginia; Whitaker-Glessner Company, Ports- 
mouth, Ohio; Youngstown Iron & Steel Company, 
Youngstown, Ohio; Youngstown Sheet & Tube Com- 
pany, Youngstown, Ohio. 

The officers of the Association are: President, W. 
S. Horner; Vice-president, Joseph B. Andrews; Sec- 
retary and Treasurer, Walter W. Lower, 421 Oliver 
Building, Pittsburgh. 

Executive Committee—W. S. Horner, Vice-presi- 
dent of American Rolling Mill Company, Pittsburgh ; 
W. \A. Thomas, President of Brier Hill Steel Com- 
pany, Youngstown, Ohio; John O. Pew, President of 
Youngstown Iron & Steel Company, Youngstown, 
Ohio; Edward Langenbach, President of Stark Roll- 
ing Mill Company, Canton, Ohio; G. H. Jones, Vice- 
president of Inland Steel Company, Chicago; W. H. 
Abbott, Vice-president of Wheeling Corrugating 
Company, Wheeling, West Virginia; Joseph B. An- 
drews, Vice-president of Newport Rolling Mill Com- 
pany, Newport, Kentucky. 


o> 


SHEET METAL CONTRACTORS OF 
PHILADELPHIA PLAN BUSY WINTER. 








The Master Tin and Sheet Metal Workers’ Associa- 
tion of Philadelphia are now planning the winter’s 
activities. A warm air heating advertising campaign 
is being pushed. Another of its committees is pre- 
paring to give an entertainment on Wednesday, De- 
cember 13th, to which the members and their ladies 
will be invited. There is a rumor that Chairman Ben- 
nett of this committee has something out of the ordi- 
nary planned and those who attend the entertainment 
and banquet are assured a special treat. 


o@-s 
oo 


The Galesburg Sheet Metal Works, Galesburg, IIli- 
nois, has completed the erection of a new plant, 50x150 
feet, of brick and concrete construction. Increased 
capacity has been provided and plenty of light and 
ventilation assured by the installation of several large 
skylights, equipped with ventilators, and windows on 
three sides of the building. 
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STARK ROLLING MILL COMPANY ADDING 
FOUR LARGE BUILDINGS TO PLANT. 





Important additions to the plant of the Stark Roll- 
ing Mill Company, Canton, Ohio, include four large 
buildings which when completed will greatly improve 
their manufacturing and service facilities. These 
buildings consist of a 70 by 300-foot extension to 
the black sheet warehouse ; a 75 by 300-foot extension 
to the galvanizing department; 120 by 300 feet struc- 
ture for galvanized sheets, and an 80 by 100 feet 
building for fabricated steel products. The addition 
to the black sheet warehouse will be equipped with 
levelers, reshearing apparatus, etc., for handling the 
sheets. It will double the black sheet warehouse capa- 
city of the Company, so that the old and new ware- 
houses together will afford a storage area of 42,000 
square feet. The extension to the galvanizing depart- 
ment will provide space for additional galvanizing 
pots which will be installed in the future, but for the 
present it will be used for the storage of black sheets, 
spelter, etc. In the building erected for the storage of 
galvanized sheets, it is planned to use electric tractors 
for handling the stock. Dial scales will also be used 
and the tractors will haul trains of three or four fac- 
tory trucks on which the sheets will be loaded. The 
present galvanized sheet warehouse will be vacated 
and turned over to the manufacturing department, 
after which it will be equipped with corrugating rolls, 
shears, etc., for performing finishing operations on 
sheet steel. 

As previously mentioned, the fourth structure will 
be used for storing fabricated steel products. Mill 
type construction has been adopted throughout, and 
the buildings are to be provided with brick curtain 
walls and roofing sheets manufactured by the Toncan 
Metal Department of the Company. 

In addition to these improvements, the Stark Roll- 
ing Mill Company are completing a byproduct plant 
for the recovery of the sulphate of iron in the waste 
liquor from the galvanizing pots. When fully in 
operation this plant will have a capacity of about 50 
tons of iron sulphate per week. 


o-oo 





LARGE SHEET METAL ORNAMENT MADE 
FOR RIGBY TABERNACLE. 





The accompanying illustration shows a large sheet 
metal ornament which was recently installed in the 
Tabernacle of the Latter Day Saints, at Rigby, Idaho. 





Sheet Metal Ornament Used in Rigby Tabernacle. 


This decorative piece of sheet metal work measures 
16 feet 6 inches in width and 6 feet 6 inches in height. 
It is made of copper in very bold relief and forms a 
‘striking example of the adaptability of sheet metal for 
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ornamental work and statuary, irrespective of the size 
of the article required. The ornament was produced 
by the Gerock Brothers Manufacturing Company, St. 
Louis, Missouri, and is but one of the numerous pieces 
that are constantly being manufactured by them for 
similar uses in various portions of the country. Sheet 
metal contractors can obtain information on the sub- 
ject by writing for catalog and full details to the 
Gerock Brothers Manufacturing Company, 1227 South 
Vandeventer Avenue, St. Louis, Missouri. 
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PARENTS AND PUPILS WANT VOCATIONAL 
EDUCATION IN PUBLIC SCHOOLS. 








That Vocational Education is not just something 
for which the employers in the various trades are 
clamoring, but something which the parents and their 
children really want, has been definitely proven in 
Newton, Massachusetts. 

This city, with an almgst purely residential popula- 
tion of 35,000 people, needed an addition to its High 
School. Dr. F. E. Spaulding, Superintendent of 
Schools there at that time, urged that not only this 
addition be built but that a Vocational High School 
be built as well. After overcoming many protests on 
the part of the School Board he won his point and 
when, five years later, in 1914, he left to take charge 
of the schools of Minneapolis, Minnesota, he had the 
satisfaction of having the attendance at the new Voca- 
tional High School exceed by 30 percent that of the 
regular High School which had kept up its rate of 
growth, and it was found necessary to enlarge the Vo- 
cational High School in order to accommodate the in- 
creasing number of pupils. 

Under Dr. Spaulding’s management of the Minne- 
apolis schools, the Vocational Educational facilities 
in that city are being greatly extended and three-year 
courses are to be inaugurated this fall in two addi- 
tional High Schools, including sheet metal work, print- 
ing, electricity and carpentry. All the pupils who at- 
tend these courses will if desired be given a trial at 
each one to determine the particular trade for which 
they are best adapted. ; 


coer 


COPPER OUTPUT FOR 1916 EXPECTED TO 
EXCEED ONE MILLION TONS. 


Present indications are that for the year 1916 our 
refinery production of copper, including all the product 
from both domestic and imported ore and concen- 
trates, will average about 175,000,000 pounds per 
month. It has been as high as 190,000,000 and as low 
as 150,000,000. An output of 2,100,000,000 pounds 
for the 12 months would represent an increase of 28 
percent over the refinery production of 1915. For the 
first time in the history of the industry the output 
promises to cross the 2,000,000,000-pound mark. 


~~ 
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According to the New York Times, of October 
23rd, a composition offer from David Israel, sheet 
metal contractor, 300 West 48th Street, New York 
City, has been confirmed by the Court, by which credi- 
tors will receive 100 cents on the dollar, payable in 
notes due on January 1, 1918, 1919, 1920 and 1921. 
His liabilities were $86,689.00. 
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SHEET METAL CONTRACTOR GOES AFTER 
BUSINESS WITH ADVERTISING. 


It is to be regretted that so many sheet metal con- 
tractors fail to appreciate the great value of adver- 
tising to them and that, therefore, they fail to make 
use of this very efficient means of creating business. 

W. R. Veckruise, 6829 Stanley Avenue, Berwyn, 
Illinois, one of the western suburbs of Chicago, does 
not belong in that class, for he is a regular and con- 
sistent advertiser in the Berwyn Record, a weekly 





When in Need of Any Kind of Sheet 
Metal Work Call 
BERWYN 778-M 


BERWYN SHEET METAL WORKS 


W. R. VECKRUISE, Manager 


ALL KINDS PF GUTTER, FURNACE AND TIN WORK PROMPTLY DONE , 
OFFICE AND SHOP 6829 STANLEY AVE., BERWYN, ILL. 











Newspaper Advertisement of Sheet Metal Contractor. 


publication, and one of his recent advertisements is 
shown herewith. It occupied two inches of double 
column space. 


The advertisement tells his story: He is ready to 
do all kinds of gutter, warm air heater and other 
sheet metal work promptly and requests those in need 
of such work to ’phone him. No doubt he receives 
many such calls. Simply as a suggestion to make his 
advertising of still greater effect, it might be well for 
him to state at this time that gutters and roofs ought 
to be examined and repaired before the stormy 
weather sets in and that the warm air heater should 
be overhauled now to make sure that it will give suf- 
ficient heat when the thermometer drops down to real 
cold. 





TINSMITH’S FURNACES FITTED WIT HMANY 
PATENTED FEATURES. 





Tinsmiths and other workers using furnaces or fire- 
m3 cannot afford to bother with anything but the 
most efficient types on the market, such 
as are claimed to be found in the “Al- 
ways Reliable’ line. The firepots and 
torches sold under this name are said 
to be manufactured from the best mate- 
rials obtainable and to be fitted with 
many patented, practical features. 
Among these is an improvement in the 
coils which is said to produce a very 

hot, blue flame that melts the metal 
Bee epamP. quickly. Brass nuts are used instead of 
iron, and an improved needle valve in place of the old 
style pet cock. The coils are made of extra heavy 
pipe and the shields are re-inforced by wires in the 
bead at the top, thus giving them great strength. 
Heavy tin which is said not to chip, is used in con- 
structing the tanks,although galvanized iron bodies can 
be furnished if desired. The pump blast furnace, pic- 
tured herewith, has the patented Never-Leak Pump, 
the needle valve of which is said to make a positive 





“Always Reli- 
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shut-off between the tank and pump, and prevent leak- 


age. It also comes furnished with a bulb blast, and 
full particulars of the entire line are contained in the 
catalog. Copies of this may be had upon request, 
from Otto Bernz, Newark, New Jersey. 





PATENTS ASPHALT SHINGLE ROOFING. 





Henry H. Dupont, St. Petersburg, Florida, assignor 
to H. M. Reynolds Asphalt Shingle Company, Grand 
Rapids, Michigan, has been granted United States 
patent rights, under number 1,201,811, for an asphalt 
shingle roofing described herewith: 


In a roofing construction, a substructure including spaced 
apart parallel strips extending upwardly from the eaves of 
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1.201,811, 





the roof, members each having a comparatively wide base 
covering the space between ‘adjacent strips, said members 
inclining upwardly from said base, flexible shingles laid in 
the gutters between said members and extending partially 
over adjacent inclined sides of adjacent members, each 
shingle being partially overlapped by the shingle next above, 
and flexible shingles similarly laid on said members and over- 
lapping the side edges of the shingles laid in the adjacent 
gutters, substantially as described. 
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STEEL CEILINGS FIT EXACTLY AND ARE 
EASILY APPLIED. 








One of the great advantages claimed for well made 
steel ceilings is that they fit exactly and are easily 
applied. This convenience is made possible by the 
repressed beads and the die cut nail holes which are 
said to assure an accurate, immediate fit and a permi- 
nent, tight joint and to save as much as one-third of 
the time in erecting. The degree of uniformity with 
which the plates are constructed is evidenced in the 
name of the Invisible Joint Steel Ceilings which are 
said to meet the demands of the most exacting cus- 
tomers. Numerous designs of these ceilings are fur- 
nished, all being neat and attractive in appearance and 
lending character to the rooms. They are adaptable 
for any sort of interior, and their beauty and dura- 
bility are said to commend them in every instance. 
With an efficient corps of draughtsmen specializing in 
this line, the manufacturers are at all times prepared 
to quickly execute plans for any building interior, 
showing how the design selected will look when 
erected. Sheet metal contractors are advised to send 
measurements of interiors for estimates and are as- 
sured that the complete stock of ceilings eliminates 
delay in filling orders. Further details of these free 
steel ceiling plans and copy of ceiling catalog can be 
obtained from the Milwaukee Artistic Metal Ceiling 
Company, Milwaukee, Wisconsin, or the branch at 
Kansas City, Missouri. 





Our idea of a mean man is one who spends two- 
thirds of his time in getting money and the other third 
in keeping it. 
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TINSMITHS’ TORCH FOR WINDY AND COLD 
WEATHER. 


The accompanying illustration shows one of the 
Red-Hot Torches which are said to work perfectly in 
cold and windy weather. It is claimed 
to be the best all around quart size 
torch on the market and to satisfy its 
users under all conditions. The de- 
vice is described as having a tank 
made of heavy, seamless drawn brass, 
reinforced, with concave brass _ bot- 
tom and equipped with automatic 
pump in the handle. The burner is 





Ashton Red-Hot 
Torch. 


said to be made of special bronze generator metal 
with a back flow that superheats the gasolene and pro- 


duces a powerful flame of intense heat. The torch 
has an improved filler plug which is claimed to pre- 
vent leakage, and is equipped with a hook and support 
to hold a soldering copper. The manufacturers guar- 
antee their entire line of fire pots and torches to give 
satisfaction and assure good quality at right prices 
and prompt shipments. Further details and catalog 
can be obtained by addressing the Ashton Manufac- 
turing Company, 17 Nevada Street, Newark, New 
Jersey. 
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CHINA BUYS ZINC IN UNITED STATES. 





As an illustration of the movement of far eastern 
markets toward the United States for their supply of 
metals, it is interesting to note that a firm in Hong- 
kong has recently placed an order in the United States 
for a considerable quantity of zinc. Heretofore these 
supplies have been obtained almost entirely from Ger- 
many and Belgium. 





OUTLET CONNECTION FOR EAVES TROUGHS 
PATENTED. 


Martin L. Hunker, Wheeling, West Virginia, as- 
signor to the Wheeling Corrugating Company, Wheel- 
ing, West Virginia, has secured United States patent 
rights, under number 1,201,587, for an outlet connec- 
tion for eaves troughs described in the following: 


2 A sheet-metal eaves 
trough having an in- 
verted frusto-conical 
embossment formed 
therein, the lower end 
of said embossment 
being located in a 
horizontal plane and 
being apertured for 
receiving an outlet 
pipe therein. 


ELIMINATION OF WASTE PAYS WELL. 


1,201.587 

















Some of our greatest industrial organizations have 
learned their “A, B, C’s” in waste elimination and 
have found themselves well repaid, but they are still 
at the beginning, and the time is coming when every 
man who lays any claim to business ability will have 
to keep the question of waste before him constantly as 
now he does those of credit and collections, buying 
and selling. —Edison. 
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NOTES AND QUERIES. 


Shovel Ash Sifter. 
From Biddle Purchasing Company, 208 South LaSalle Street, 
Chicago. 
Who makes a shovel ash sifter? 


Ans.—R. Brownson and Company, St. Paul, Min- 
nesota; and Shotwell-Harris Company, Minneapolis, 
Minnesota. 





: Colored Cardboard. ; } 

Irom Peoples Hardware Company, Clinton, Missouri. 
Kindly advise where we can buy colored cardboard. 
Ans.—Die Cut Card Company, 12 North Market 

Street; The C. L. La Boiteaux Company, 608 South 

Dearborn Street; W. D. Messinger and Company, 180 

North Randolph Street; and Douglas-Wray Paper 

Company, 732 Sherman Street; all of Chicago. 

; _Century Ventilators. } 

From the Range Cornice and Roofing Company, Hibbing, 

Minnesota. 

Please tell us who makes the “Century” ventilators. 

Ans.—Century Manufacturing Company, 428 Fast 
23rd Street, New York City. ; 

_ National Warm Air Heating and Ventilating Association. 

‘rom the Silverton Blow Pipe Company, Silverton, Oregon. 
Can you tell us how we may become affliated with 

the National Warm Air Heating and Ventilating Asso- 

ciation ? 

Ans.—By communicating with the secretary, Allen 
W. Williams, 1107 Brunson Building, Columbus, Ohio. 

; Vacuum Cleaner Run by Gasolene Engine. 

From H. F. White, Brighton, Iowa. 

Who makes a vacuum cleaner that is run by a gaso- 
lene engine? 

Ans.—Atwood Vacuum Cleaner Company, 175 
West Jackson Boulevard; and American Radiator 
Company, 820 South Michigan Avenue; both of Chi- 
cago. 

: * r Stove Pipe Wire. 

From a Subscriber. 
Kindly advise where I can get stove pipe wire in 

eight foot coils. 


Ans.—Malin Company, Cleveland, Ohio. 
Welded Radiators. 
From Charles E. Campbell, care of German American Insur- 
ance Company, Des Moines, Iowa. 
Please tell me who manufactures the welded radi 


ators for hot water heating. 
Ans.—American Press Weld Radiator Corporation, 


175 West Jackson Boulevard, Chicago, Illinois. 
Toy Houses. 
From the Sparks Hardware Company, Pagosa Springs, Colo- 
rado. 
Please give us several names of toy houses. 
Ans.—George Borgfeldt and Company, 16th and 
Irving Place, New York City; Butler Brothers, Ran- 





dolph Street Bridge, Chicago; Bing Brothers, 3%! 
Fourth Avenue, New York City; and A. Schoenhut 
Company, Philadelphia, Pennsylvania. 
Tree Brand Cutlery. 
From the Maxwell Hardware Company, Sioux Falls, Soutli 
Dakota. 

Can you advise who makes the “Tree Brand” cit- 
lery, 

Ans.—Herman Boker and Company, tor Duane 
Street, New York City, handle it, as it is an imported 


brand. 
Skate Sharpeners. 


From H. and D. Sharpening Company, Box 900, Sioux 
Falls, South Dakota. 
Will you please tell us who makes skate sharpenc': 


Ans.—Luther Grinder Manufacturing Comp?"y, 
785 South Water Street, Milwaukee, Wisconsin; «nd 
L. H. Olmsted’s Son, Hasbrouck Heights, New Je: °y- 
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1,201,095. Razor-Blade Sharpener. Lawrence M. Pinck- 
ney, Charleston, S. C. Filed Feb. 7, 1916. 

1,201,106. Sheet-Metal Shears. Guy W. Shuter, Portland, 
Filed March 9, 1916. 

1,201,113. Casting-Weight for Fishing. Frederick A. 

Trester, Kansas City, Mo. Filed April 13, 1914. 

1,201,138. Griddle. Robert O. Bingham, Sidney, Ohio, 
assignor to The Wagner Manufacturing Company, Sidney, 
Ohio. Filed May 12, 1915. 

1,201,159. Tool-Holder. 

1,201,171. Attachment for Claw-Hammers. 
Grant, Gravette, Ark. Filed Oct. 17, 1913. 

1,201,231. Razor-Blade Holder. Max Apstein, 
Norwalk, Conn. Filed Dec. 31, 1915. 

1,201,317. Safety-Razor. George W. Lishawa, Hartwell, 
Ohio. Filed March 17, 1916. 

1,201,368. Animal-Trap. Daniel W. Shepherd, Rupert, 
Idaho, assignor of one-half to George B. Montgomery, Ru- 
pert, Idaho. Filed Feb. 16, 1916. 

1,201,411. Mail-Box and Milk-Bottle Holder. Arthur E. 
Williams, Slatington, Pa., assignor of one-half to Charles 
Pig and Charles D. Peters, Slatington, Pa. Filed July 2, 
lf 1? . 

1,201,456. Can-Opener. 
Mo. Filed Feb. 14, 1916. 

1,201,461. Work-Holding Clamp. John M. 
Cincinnati, Ohio. Filed June 21, 1915. 

1,201,489. Boiler. Charles F. Mitchell, Aurora, IIl. 
April 3, 1912. 

1,201,497. Melting-Pot Attachment for Blow-Torches. 
Rudolph J. Peschman, Fort Sheridan, Ill. Filed May 12, 1916. 


Ore. 


Erwin B. Dettmer, Chicago, III. 
Benson Jones 


South 


William P. Gruner, St. Louis, 
Hargrave, 


Filed 


1,201,505. Shovel. Thomas Putman Robson, Elyria, 
Ohio. Filed June 5, 1916. 
1,201,518. Hammer-Handle. Charles R. Snyder, Spo- 


kane, Wash. Filed Jan. 19, 1915. 

1,201,559. Staple. Charles Lafayette Columbia, Orange, 
Cal. Filed Oct. 27, 1909. 

1,201,577. Sash-Lock. George Guard and Lewis Max, 
Jr., Atlantic City, N. J. Filed June 21, 1915. 

1,201,589. Weed-Cutter. Samuel Johnson, Tooele, Utah. 
Filed April 19, 1915. 

1,201,634. Picture-Hanger. 
Filed- Aug. 8, 1912. 

1,201,656. Window-Ventilator. 
Park, Ill. Filed Sept. 19, 1914. 


Lester P. Ryan, Cozad, Neb. 
George A. Walker, Oak 

















1,201,662. Window-Lock. Julius W. Weidenmuller, New 
York, N. Y. Filed April 10, 1916. 

1,201,694. Heating Device. Clarence M. Carpenter, Bran- 
don, Vt. Filed March 4, 1916. 

1,201,704. Domestic Broiler. Charles P. Davite, New 
York, N. Y., assignor of one-half to William Welles Bos- 
worth, New York, N. Y. Filed May 20, 1916. 

1,201,708. Sliding-Door Lock. Henry S. Ferguson, Ok- 
mulgee, Okla. Filed Jan. 29, 1916. 

1,201,712. Razor-Blade Sharpening Device. 
Fischer and Mischel Korotty, New York, N. Y. 
21, 1916. 

1,201,720. Vermin-Trap. George H. Hagermann, Musca- 
tine, Iowa. Filed Feb. 21, 1916. 

1,201,721. Lawn-Mower. Andrew Hagquist, South Bend, 
Ind. Filed Feb. 17, 1916. 

1,201,729. Abutment for Washing-Machines. Harry J. 
Herring, Long Beach, Cal., assignor of one-half to Clyde A. 
Payne, Long Beach, Cal. Filed July 7, 1915. 

1,201,741. Jar-Top. William W. Keys, Lancaster, Ohio. 
Filed July 12, 1916. 

1,201,772. Combined Fence-Wire Supporting and Lock- 
ing Device. John A. Smith, New Brunswick, N. J. Filed 
Oct. 19, 1915. 

1,201,832. Clothes-Draining Device. 
New York, N. Y. Filed June 27, 1916. 


Solomon I. 
Filed Feb. 


August Lafourcade, 


1,201.845. Expansible Tool. Albert A. Martell, Mans- 
field, Mass. Filed April 21, 1915. 
1,201,872. Scissors. George FE. Richel, Niagara Falls, 


N. Y. Filed Nov. 26, 1915. 

1,201,878. Lawn Mower. 
N. Y. Filed April 25, 1916. 

1,201,888. Miter-Clamp. 
City, Mo. Filed Jan. 28, 1916. 

1,201,905. Heater for Sad-Irons. 
Greensboro, N. C. Filed June 5, 1915. 

1,201,908. Saw-Set. Joseph A. Zimmerman, South Bend, 
Wash., assignor of one-half to Charles Hammond, South 
Bend, Wash. Filed Jan. 18, 1916. 

1,201,937. Smoke-Stack. Charles I. Chambers, 
Idaho, assignor to Vincent J. Whitney, Seattle, Wash. 
May 3, 1915. 

1,201,948. Lock for Pails. Willard H. Duvall, Los An- 
geles, Cal., assignor of one-half to Augustus Neistrum, Bev- 
erly Hills, Cal. Filed March 9, 1915. 


James H. Saunders, New York, 


Gustav J. FE. Steuber, Kansas 


Roddy C. Woodburn, 


Avery, 
Filed 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








PRICES CONTINUE TO MOUNT AS SCARCITY 
OF MATERIALS BECOMES MORE 
ACUTE. 


The entire iron and steel market during the week 
has been featured by price advances and in the with- 
drawing by many sellers who at least temporarily 
appear to be preferring to wait further developments. 

One of the handicaps in the present situation is the 
increasing shortage of railroad freight cars and of 
labor which in some communities is exceedingly 
scarce; the first of these two factors materially in- 
terferes with the delivery of finished material which 
is now on hand and ready to be shipped. 

One effect of this is the many and heavy advances 
which have been made by the warehouse distributors. 

Buying by the railroads continues in spite of the 
fact that prices of material are much higher, but it 
is questionable whether the new cars are being built 
rapidly enough to prevent indefinite continuation of 
the shortage and much criticism is expressed on the 
part of both buyers and sellers over the failure of 
the railroads to provide for the expansion, the com- 
ing of which has been evidenced for more than a 
year. 

In the non-ferrous metals prices are firm although 
in some of them the market is quiet. 

Dun’s review of the trade says: 

“Maintenance of consumptive demands in unparal- 
leled volume with costs rising rapidly continues one 
of the most remarkable features of the times. Each 
week prices, already at an extreme position, go still 
higher and the advances embrace a wide range of 
commodities ; yet current and forward purchasing is 
unabated and competitive bidding again accentuates 
the strength of many markets. 

“It remains the exception where the seller seeks the 
buyer, and some manufacturers have withdrawn quo- 
tations entirely as a means of checking the influx of 
orders which cannot be filled for months to come, or 
which they are not inclined to accept lest prices 
change to their disadvantage.” 





STEEL. 

There appears to be no limit to the prices that con- 
sumers are willing to pay for steel plates, and it is 
reported that at least one important inquiry has been 
made to one of the largest producers in the Chicago 
district asking the approximate tonnage of plates that 
it would be possible for him to deliver during the last 
half of 1917 on a basis of 4.19 cents Chicago mill. 
There is a heavy demand for them for car and ship 
building purposes, the nominal quotation having been 
advanced to 3.29 cents Chicago mill. Steel bars con- 
tinue to be contracted for regardless of prices and re- 
moteness of delivery and it is said that the leading 





interest is booked ahead up to the end of the third 
quarter of 1917. The nominal quotation is 2.89 cents 
Chicago mill. Shapes are in strong demand, al- 
though the individual lots are small and some of 
these go to consumers who fabricate them into other 
than structural material. The nominal quotation is 
2.94 cents Chicago mill. 


COPPER. 

The copper market is very strong and good sized 
tonnages are being booked every day, most of the 
business being placed by domestic concerns, although 
there is also a considerable amount taken for export. 
So far as nearby delivery is concerned, there is prac- 
tically no copper on the market which is completely in 
the hands of the producers. The nominal price on 
copper for October delivered is 2814 to 29 cents. No- 
vember delivery is held at 28 to 28%! cents, with 
December at 277 to 28% cents. Prime Lake prices 
are, October and November, 28 cents; December, 
27% cents. Ordinary grades of Casting copper are, 
October, 27 to 2714 cents; November 2634 to 27 cents 
and December, 26% cents. Sheet copper remains at 
3714 cents base. 

TIN. 

The tin market continues firm and has been a little 
more active than during the week previous. A fair 
amount of buying has been done for nearby delivery 
but very little for December and farther ahead. The 
total arrivals of tin up to and including October 24th 
amount to 2,005 tons, and although tin afloat which 
had been expected to be landed before the end of this 
month amounts to slightly over 2,000 tons, it is not 
expected that more than a couple of hundred tons 
will arrive before November 1st. Straits of Malacca 
tin is quoted at 4134 to 41% cents Chicago, with New 
York at 41% to 41% cents, in lots of five tons each. 
Chicago warehoure prices have been advanced 2 
cent per pound, the new quotations being 46 cents for 
pig tin and 47 cents for bar tin. 





LEAD. 

Although the lead market is still relatively quiet, 
the past few days have been featured by domestic 
consumers ftlaaking purchases for future delivery, sev- 
eral tonnages having been placed at 6.90 cents St. 
Louis for December shipment. There is a fair volume 
of inquiries for export. While the leading interest 
continues to quote 7 cents New York and 6.92% cents 
St. Louis for prompt shipment, the outside mark«t is 


higher, the respective figures being 7 to 71% cents “ew 
York and 6.85 to 6.95 cents St. Louis. No changes 


have been announced by the Chicago warehouses, the 
quotations remaining at 7.65 for American pig lead 
and 8.15 for Bar lead; sheet lead in full co's 1s 
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quoted at $9.00 and cut coils at $9.25, all per hundred 
pounds. 


SOLDER. 

Chicago warehouses have advanced their ‘prices on 
solder 4% cent a pound the new quotations being: 
XXX Guaranteed, Yi & %, 27 cents; Commercial, 
YZ & Vz, 25 cents; Number 1 Plumbers’ 23 cents. 





CLOTHES WRINGERS ADVANCE IN PRICE. 

Prices on clothes wringers have been advanced, to 
take effect November Ist, the new quotations ranging 
from $1.00 to $2.00 higher than those previously rul- 
ing. It is to be noted that the $2.00 advance is on the 
lower grades, while the $1.00 advance is on the 
higher grades, the former having been priced too low 
in comparison with those of higher grades. 





PADLOCKS ADVANCE IN PRICE. 
One of the leading manufacturers of padlocks has 
announced an increase in price of about Io percent 
owing to the higher cost of materials and labor. 





SHEETS. 

The steel sheet market continues to show undimin- 
ished strength with an extremely heavy demand both 
for foreign and domestic consumption of all grades. 
The automobile manufacturers have been heavy buyers 
and other consumers of sheets have also taken large 
quantities. Decidedly higher prices are being quoted, 
28 gauge black sheets being held at 3.69 cents Chicago 
mill, 10 gauge blue annealed sheets at 3.59 to 3.69 
cents and 28 gauge galvanized at 4.69 cents. Some 
tonnages for close-by delivery have commanded bet- 
ter prices. The warehouse quotations on various steel 
sheets have been advanced in harmony with the new 
mill prices, black sheets being 35 cents higher at $3.90 
for 28 gauge; galvanized sheets 25 cents higher at 
$5.25 for 28 gauge; polished sheet steel 50 cents higher 
at $5.45 for 28 gauge; smooth sheet steel 50 cents 
higher at $4.65 for 28 gauge. Planished sheet iron is 
$1.00 higher at $10.15, all per hundred pounds, Chi- 
cago warehouse. 

TIN PLATE. 

Although the leading interest still adheres to the 
$5.75 base price, the market appears gradually to be 
establishing itself at $6.00, and it is likely that some 
tonnage for delivery in 1917 will command much 
more than this figure. Mill managers are allotting 
tonnages for distribution in the first and second quar- 
ter of 1917, and it is apparent that many can makers 
will be seriously embarrassed because of inability to 
cover their requirements. The Chicago warehouse 
prices on bright tin plate have been advanced, the 
new quotations being based on 8.85 cents per box for 
IC 14x20 which is 10 cents higher than the former 
price. 

OLD METALS. 

The market on scrap metals of all sorts continues 
to strengthen as there is a steady demand with a none 
too large supply. Wholesale dealers report quota- 
tions as follows: Old steel axles, $33.00 to $33.50; 


old iron axles, $30.50 to $31.00; steel springs, $15.75 
to $16.25; Number 1 wrought iron, $17.50 to $17.75; 
Number 1 cast iron, $13.25 to $13.50 for net tons. 
Prices for non-ferrous metals are as follows per 
pound: Light copper, 20% cents; light brass, 11% 
cents; lead, 534 cents; zinc scrap, 634 cents; alumi- 
num, 30 cents. 


SPELTER. 

Although there are many inquiries for spelter and 
some good sized tonnages are being placed, the vol- 
ume of the metal which has actually been booked is 
not as large as it might be owing to the fact that pro- 
ducers appear to be confident of still higher prices. 
The demand for the most part is for domestic con- 
sumption, the galvanizing mills being among the most 
active buyers. Prices are about 34 cents higher than a 
week ago, October being quoted at 10% cents and 
November and December at 10 to 10% cents all East 
St. Louis. The Chicago warehcuse quotation is %4 
cent higher, the new price being 11 cents per pound. 
Sheet zinc remains at $16.75 in cask lots and $17.25 
to $17.75 in less than cask lots. 





PIG IRON. 

Sales of Northern Number 2 Foundry were made 
during the week at $21.50 Chicago furnace and $22.00 
is being asked now. Additional advances are expected. 
and no one appears able to predict where the end will 
be. The sellers for the first time in many months 
seem to have all the best of it. There is still consider- 
able inquiry coming in for Bessemer iron for export, 
but the makers are holding off as much as possible 
preferring to give domestic buyers first opportunity 
to protect themselves. In the Pittsburgh district the 
market is also running wild, several lots of Northern 
Number 2 Foundry having been sold at $22.00 Val- 
ley. The record price of $26.00 Valley has been paid 
for 1,000 tons of standard Bessemer iron. Basic iron, 
however, remains unchanged at $20.00 Valley. In 
the Birmingham market many sellers have notified 
their agents to bend their efforts toward seeing how 
little they can induce buyers to take at this time. 





Rogers, Brown and Company’s Market Report, Cin- 
cinnati, Ohio, October 27, 1916: 

The pig iron market is so active that it is difficult to keep 
up with the procession. All quotations are being made sub- 
ject to confirmation and by the time the buyer receives a 
price and hurries in his order he finds that he is behind so 
far that he can’t even hear the band and negotiations have 
to be again opened. Sales have been excellent and cover all 
grades and classes of pig iron, but the prominent feature 
has been the scarcity and the resulting increases in price. 
During the past week Virginia iron has jumped $1.00 per 
ton. 2 

The largest producer of Lake Superior charcoal iron has 
found it necessary to practically withdraw from the market 
on iron to be delivered prior to July 1, 1917, because of its 
well filled order book. Furnaces everywhere are doing the 
same, and in most cases not with the idea of securing higher 
prices later, but simply because they have contracted for all 
that they conscientiously believe they can produce between 
now and July 1. 

The few who are not entirely sold up are endeavoring to 
hold open sufficient tonnage to take care of their regular 
trade, but how long they can withstand the pressure being 
put upon them from all directions is problematical. 

As is customary in times like these, iron is being diverted 
from its customary territory and is being shipped broad- 
cast. An example of this is the sales of round tonnages of 
Virginia iron for shipment into Ohio in competition with 
Ohio irons. 
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vanes, Extra Sporting | Irwin.........cccesessccveeve To 
SMOOTH SHEET STEEL. SS eee Sr rae 2 85 Russell enning’s.........- 656 
prion, 2~€H; ree is Snne ° | oe Bd thot mnt, | SE PR i i: 
Wood's Smooth No. 20......... $4 40 L&R. Orange, 8 vn Sgovting Blood’s Champion, “> ad 4 Ib . es * pron *” $26 00. 25% 
“ No. 22-24 . eae }-lb. canisters ....... * i Seabees ~ ae 12 4 iewta, Ces. ee pees eee 50% 
Ho 2596... 450] al pom eemaidierins aii | ee] “te we Se ee 
zi “5 Se + Ay 455 mag? a C.” and“) bere gg a me Pe i 
“es “ss } G7 
Oe, 4 65 Wee sect road od oe 10 | | 34 to 44 Ibs. pe tel ag 2c. | Center ee oe eee rey Ss tate ee 15% 


PATENT PLANISHED SHEET, 


IRON. 
Patent Planished Sheet Iron, 

PIPE. iaheseeebenas chee $10 15 

SOLDER. 
XXX Guaranteed 4 & 4. -perlb. 7c 
Commercial §&4....... 25¢ 
No. 1 Plumbers... ..... ‘ag 23c 

SPELTER. 
SN Spc caenbiksevenessenens> llc 

SHEET ZINC 

Ce Jo ckudbesooss need $16 75 


Less than Cask lots. .$17 25 to $17 75 


COPPER. 
Copper shect, base.....00.eeee+e379C 


aan .C.*’ and ‘ Infallible’’ 


\4 to 5 Ibs. advance 50c. 


0) | 4} to 54 lbs. advance 75c. 


| Countersink. 
No. 18 Wheeler's. . Se doz. $1 80 
No. Ks 24 


20 
American Snailhead.. og 1 10 


PCR MRIS... «sn s05%%0 BAGS, PAPER NAIL. “4 ( 
Hercules a C." and “infallible” “ arg “ 30 
PtP ees ee eee Ney oe coee 16 20 25 Mahew’s Flat. SHRAS “ 90 
Hercules “E.C."' and ‘Infalitble*? Per 000. $250 375 450 5 00 | epee » ae 
sania. Fest eRe Sat. te See, et a PTE! OP eee nase 
Hercules W. .30 (Cal. Rifle, 
canist a a Seats a 1 25 | Dowell. 
‘Hercules Lightning Rifle, ~ BALANCES, SPRING. | Russell Jennings........... 508107 
Seer cre 1 ee os ce xukbakesheeoenen 
Hercules Sharpshooter Rifle, nner eaeeoes 20% | Gimlet 
SRMMENE. 553). 4655505006 1 25 Standard Double Cut.......... 40% 
Hercules Unique Rifle, canisters 1 50 German Pattern..... r doz. $0 60 
Hercules Bullseye Revolver, BARS, CROW. Sr z 65 
| CRE. 5555 oo 58 050s : | Gouge.........-.00- ie 80 
Shot. Pinch or Wedge Point, per cwt.. $4 00) Spoon.............- oh 15% 
Drop shot, sizes smaller than Countersink......... As 1 30 
B 25-Ib. b S, per Dag....... $2 70 
Dew Pg and 1 oe sizes, ve BASKETS | Reamer. 
ags, per Dag........ f i o 2 50 
Buck shot, oo Be cae per bag 2 95 | Clothes. jenciod® eee s2- - 2 00 
Chilled shot, 25-ib. bags, S| Small Willow........ doz. 10 00| Standard Square..... ee, fe 
‘ANVILS.~ - -riscvnbe Pere 11 09, American Octagon...  * -*s 
Trenton, 70 to 80 lbs...... 94 per Ib Sa ere ee ig 13 00 
Trenton, 8} te 150 Ibs...... 9}c per lb . Screw Driver. 
ASBESTOS. Galvanized Iron. }%bu. 1 bu. 14 bu tO... © 5% 
'Soard and Paper.........$3 00 Cwt Perdoz........ $5 50 800 1100 No.i Triumph...... % 1 2S 


































































































